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LIMITED 
109 YEARS OLD 


Fire, Tornado, Automobile, Sprinkler 
Leakage, War Risk, Explosion 
and Kindred Lines 


SECURITY—Resources ample for all obligations 
SERVICE—Expert advice on insurance problems 





UNITED STATES MANAGER, 


CECIL F. SHALLCROSS, 
NEW YORK CITY 


76 WILLIAM STREET, 





CENTRAL STATES LIFE 
INSURANCE COMPANY 


ST. LOUIS, MO. 





Insurance in Force $58,000,000.00 





JAMES A. McVOY 
Vice-President and General Manager 
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WRITE ME TODAY. 


ERNEST W. BROWN, Secy.-Treas. 


INTERSTATE BUSINESS. MEN’S 
ACCIDENT ASSOCIATION 


BROWN BUILDING DES MOINES, IOWA 


First and strongest Organization Writing Business and Pro- 
fessional Men upon the Same Plan as the Travelling Men’s 
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CONSISTENT 
SATISFACTION 


68 years of CONTINENTAL COURTESY, expressed in 
the seemingly unimportant things of everyday occurrence. 
What an admirable record. 

We are proud to say that the CONTINENTAL continues 
to do business in the characteristic, courteous way, so evident 
at the Chicago fire in 1871 and the San Francisco catastro- 
phe in 1906. 

Our policy-holders of long standing in these Cities and many 
others will testify readily to The CONTINENTAL’S honest 
settlement in full of all just claims. 


THE CONTINENTAL 
INSURANCE COMPANY 


HENRY EVANS, Chairman of the Board 


J. E. LOPEZ, President 


/ Home Office: 80 MaidenLane, N.Y. Cash Capital Ten Million Dollars 
Managing Branch Offices: Chicago, San Francisco, Montreal 
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ONLY RURAL OLD LINE 
COMPANY 


Low Participating rates; double indemnity insurance; shortest, 
cleanest policies in the world; complete protection disability clause. 


THE AGRICULTURAL LIFE INSURANCE 
COMPANY OF AMERICA 


FRANCIS F. McGINNIS, 
President, General Counsel and Founder 


We are uriting at the rate of six millions a year and 

have a particularly attractive proposition for men with 

clean records who can deliver the goods—as General, 
State or District Agents. 


WILLARD E KING, Vice-President and Manager of Agencies 
FRANKLIN A. BENSON, Secretary and Superintendent of Agents 


Home Office: BAY CITY, MICHIGAN 
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Vehicular Fatalities Analyzed 


Cost of Automobile Accidents Impossible to Estimate—Experience of 
Some Insurance Companies 


By FREDERICK;'S. CRUM 


Assistant Statistician, The Prudential Insurance Company of America 


mobile and other vehicular hazards it 
remains to consider in some detail the sex 
and age of the victims and the cost to their 
families and to the public of the approxi- 
mately 12,000 fatalities and 1,500,000 non- 
fatal injuries caused by the automobile in 
1920 in the United States. 





VEHICULAR FATALITIES IN U. S. REGISTRATION AREA 


In Table I is presented a summary of the vehicular fatali- 
ties during 1914-1918, in the Registration Area as classified by 
kind of vehicle, by sex and by age of the persons killed. These 
data have been compiled and tabulated annually by the Bureau 
of the Census, Vital Statistics Division. 

This table should be of great value to public safety com- 
mittees, as it clearly shows the relative importance of the 
principal kinds of vehicles as causes of death on our streets, 
highways, and other land transportation lines. 

According to these statistics females constitute only 14.3 per 
cent of all the vehicular fatalities ; in automobile fatalities they 
represented 22.0 per cent of the total; in steam railway fatali- 
ties, about 8.0 per cent; in street railway fatalities, about 20.0 
per cent; and in “other-vehicle” fatalities, mostly due to horse- 
drawn vehicles, only 13.3 per cent. 

The automobile is shown to have been by far the greatest 
menace to the lives of children; no fewer than 7,567 of the 
26,008 victims of this vehicle, or 29.0 per cent, being persons of 


ages under I5 years. By sex, 27.6 per cent of the male fatali- 
ties and 34.0 per cent of the female fatalities were of these 


young ages. 


THE PRUDENTIAL’S AUTOMOBILE EXPERIENCE 

In Table II are presented statistics of automobile fatalities 
in the Industrial Experience of the Prudential, 1915-1920, with 
distinction of sex and age. The important facts brought out 
are the large proportion of children under 15 years of age 
among those killed and the great excess of males as compared 
with females. No less than 44.1 per cent of all the fatalities 
from automobiles in this experience were persons of ages I to 
14 years inclusive; for males the percentage was 43.8; and for 
females, 44.8. The male deaths represented from 65 to 83 per 
cent of all the automobile fatalities when specified age periods 
are considered: 65 per cent at ages 1-4, and 83.0 per cent at 
ages 10-14. For all ages from one year and upward, the male 
deaths represented 74.6 per cent of the total. 


VEHICULAR ACCIDENTS IN NEWARK, N. J. 

In a most interesting analysis, by Officer Felix Dunn, of the 
Newark (N. J.) Police Department’s reports of all vehicular 
accidents during the four years 1916-1919, the age distribution 
shown in Table III was noted: 

Just why there was such a marked difference in the per- 
centage distribution of the injured fatally and non-fatally at 
ages 17-49 I am unable to state, but the differences at ages 
under 6 and over 50 years are very significant, for they clearly 
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indicate that a larger proportion of chil- 
dren and elderly persons, when injured 
in vehicular accidents, will be fatally 
injured than at ages 6-49. 

In the Newark experience, 221 of the 
362 fatalities were caused by automo- 
biles, and of the 5,345 non-fatal, reported 
injuries, for which the age was stated, no 
fewer than 4,234 were caused by auto- 
mobiles. In other words, in this experi- 
ence there were 19.2 non-fatal automo- 
bile injury cases reported to every 
fatality. This is substantially in agree- 
ment with the Chicago experience of 
vehicular injuries during April, July and 
November, 1918, and January, 1919, 
where the proportion was 1 fatality to 
every 16.6 non-fatal injuries reported. 





It, of course, must be remembered that 
thousands of minor injuries are not re- 
ported, either by the police or any other 
agency. 


Cost oF AUTOMOBILE ACCIDENTS 

It is hardly necessary to state that, 
owing to the present lack of complete 
and uniform reporting of accidents in 
this country, it is quite impossible to de- 
termine, except in the most roughly ap- 
proximate way, the economic loss re- 
sulting from any class or group of acci- 
dents. The data upon which any esti- 
mate of the cost of automobile accidents 
can be based are, therefore, subject to 
these limitations. 

Not only are personal injuries, fatal 


TABLE I 
Vehicular Fatalities in the Registration Area of the United States—1914-1918 
By Kind of Vehicle, by Sex, and by Age of Persons Killed 








Males 
Automobile Steam Railway Street Railway Other Vehicles All Vehicles 
Age. No. PerCent No. Per Cent No. Per Cent No. PerCent No. Per Cent 
Under 1 year... 59 0.3 36 0.1 8 0.1 72 0.7 175 0.2 
° ee 981 4.8 255 0.7 336 4.4 544 5.4 2,116 2.9 
ae 1,040 5.1 291 0.8 344 4.5 616 6.1 2,291 3.1 
oe a 2,822 13.9 650 1.8 352 4.6 867 8.6 4,691 6.4 
BES) ces cctnssec 1,760 8.6 921 2.6 240 3.1 559 5.6 3,480 4.7 
| eee 1,195 5.9 2,289 6.4 323 4.2 545 5.4 4,352 5.9 
Sea eens 1,536 7.5 4,045 11.3 529 6.9 695 6.9 6,805 9.2 
SNES b-6 Wi6'w:ernis ira. 2,790 13.7 8,165 22.9 1,215 15.8 1,287 12.8 13,457 18.2 
a ee 2,779 13.6 7,360 20.6 1,384 18.0 1,297 12.9 12,820 17.4 
RE Gas win oie «eis 2,524 12.4 5,483 15.3 1,239 16,1 1,441 14.3 10,687 14% 
SR 2,006 9.8 3,407 9.5 1,034 13.5 1,271 12.6 7,718 10.5 
65 and over..... 1,876 9.2 2,567 Pee 996 13.0 1,460 14.5 6,899 9.3 
Unknown ....... 39 0.2 554 1.6 23 0.3 19 0.2 635 0.9 
fi 20,367 100.0 35,732 100.0 7,679 100.0 10,057 100.0 73,835 100.0 

Females 
Under 1 year 41 0.7 13 0.4 ‘s 0.4 39 2.5 100 0.8 
Gide aie niet. 00@ 582 10.2 162 5.2 208 10.9 293 19.0 1,245 10.1 
ae ae 623 10.9 175 5.6 215 11.3 $32 21.5 1,345 10.9 
acai alere-b ok <e-ahs 972 17.0 190 6.1 173 9.1 205 13.3 1,540 12.5 
See ere 350 6.1 192 6.1 37 1.9 75 4.9 654 5.3 
[OS Ser 338 5.9 232 7.4 94 4.9 83 5.4 747 6.1 
eee 389 6.8 249 8.0 90 4.7 64 4.2 792 6.4 
PS rere 593 10.3 419 13.4 190 10.0 98 6.4 1,298 10.5 
Fae 588 10.3 440 14.1 226 11.8 119 Pats 1,373 13,2 
Eee a 619 10.8 444 14,2 270 14,1 167 10.8 1,500 12.2 
ee eae 610 10.6 374 12.0 284 14.9 186 12.1 1,454 11.8 
65 and over..... 645 11.3 384 12.3 327 17.1 211 13.7 1,567 a 
DGEMOWN. <..66005 6 0.1 27 0.9 3 0.2 2 0.1 38 0.3 
TOES x 05455 5,731 100.0 3,126 100.0 1,909 100.0 1,542 100.0 12,308 100.0 

TABLE II 


Age and Sex Distribution of Persons Killed in Automobile Accidents 
Prudential Insurance Company’s Industrial Experience—1915-1920 





Age Distribution 


Sex Distribution 
Percent- 
age of All Persons 
~ " 














= 
All Persons Males Females 
Age in Years No. Per Cent No. Per Cent No. Per Cent Males Females 
ee Wee wb s-e sos 443 7.6 286 6.5 157 10.5 64.6 35.4 
ee 1,403 23.9 1,018 23.3 385 25.9 72.6 27.4 
ee 736 12.6 611 14.0 125 8.4 83.0 17.9 
ED. arewaaee 442 7.5 356 8.1 86 5.8 80.5 19.5 
| 7 Le 420 7.2 324 7.4 96 6.4 Teel 22.9 
ae 659 11.2 §22 12.0 147 9,1 79.2 20.8 
aoe 521 8.9 404 9.3 117 7.9 77.5 22.5 
MERRIE San. isi vets 442 7.5 313 7.2 129 8.7 70.8 29.2 
en, Ore eS 458 7.8 301 6.9 157 10.5 65.7 34.3 
€5 and over.. 337 5.8 237 5.3 100 6.8 70.3 29.7 
Totals.....5,861 100.0 4,372 100.0 1,489 100.0 74.6 25.4 
TABLE IIT 


ALL VEHICULAR ACCIDENTS, 


NEWARK, N. J., 1916-1919 


(Police Department Records) 
Age Distribution of Persons Killed and Injured 








r Killed ~ -—Non-Fatally Injured— 

Years of Age Number Percentage Number Percentage 
SUN Sh nh pate Snip wis oioialgweoielx wwii 44 12.1 470 8.8 
DB at ha kin eho nah Gir as lode nnd oe as Rach 76 21.0 1,174 22.0 
TREE SEARS Tea ge eet a Oe a rae 156 43.1 2,965 55.5 
ee NE a ooo aS cece b oe ee der ese 86 23.8 736 13.7 
BMREBIG Coie rasa ser absc Se enw bea 362 108.0 5,345 100.0 





4 





and non-fatal, incomplete but the prop- 
erty losses resulting from such accidents 
are even more so. Enough data of a re- 
liable character are available to indicate 
the enormity of the aggregate economic 
loss to life, limb and property from auto- 
mobile accidents in this country. 

In 1919 the life insurance companies 
transacting both ordinary and industrial 
business paid in automobile fatality 
claims approximately $1,400,000, and 
the life companies transacting onl) 
ordinary insurance paid claims on 
account of such deaths of approximately 
$2,400,000, making a grand total of 
$3,800,000 paid in 1919 by life insurance 
companies on account of automobile kill- 
ings. To this must be added the death 
claims paid on this account by assess- 
ment companies and fraternal organiza- 
tions, a vast sum, but data for even an 
approximate estimate are not available in 
summary form. 

Mr. Franklin B. Mead, secretary and 
actuary of the Lincoln National Life In- 
surance Company, has for several years 
compiled the automobile mortality ex- 
perience of the leading life insurance 
companies. With a mean exposure of 
over $16,000,000,000 during the year 
1919 the cost of this hazard was found 
to be 16.2 cents per $1,000 exposed to 
risk. In 1910 the cost was 5.2 cents; in 
I9II, 6.3 cents; 
1917, 16.1 cents, and in 1918, 15.5 cents. 


in 1912, 7.6 cents; in 


From fragmentary information it 
seems probable that all of the regular life 
(industrial and ordinary) 
domiciled in the - United States paid 
approximately $4,500,000 in automobile 


death claims during the calendar year 


companies 


1920. 

From the American Experience Acci- 
dent Table we have it that there are 24.1 
non-fatal industrial injuries, but suffi 
ciently serious to result in disability of 
four weeks or longer, to every fatality. 
This table is based upon accidents in in- 
dustry, but we can reasonably assume 
that about the same ratio obtains among 
those injured by automobiles. On the 
basis of our estimate of 11,358 auto 
fatalities in the continental United States 
in 1920, we then have it that during that 
year there were, in addition to the fatali- 
ties, approximately 273,700 non-fatal but 
sufficiently serious injuries to cause disa- 

(Continued on page 33) 
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DESTRUCTION OF PROPERTY OWNER- 
SHIP THREATENED 

HE housing investigation committee 

of the New York State Legislature, 
through its counsel, Samuel Untermyer, 
concluded its examination of the fire in- 
surance features last week by presenting 
a plan of modifying certain fire insurance 
practices with the understanding that 
where necessary legislation would be in- 
troduced and passed at the earliest pos- 
sible date, though probably not before the 
next regular legislative session beginning 
on January I, 1922. There were eight 
proposals submitted by Mr. Untermyer 
to the fire insurance companies, and five 
of these were accepted and three rejected. 
The proposed reforms related mainly to 
the policies and practices of the New 
York Fire Insurance Exchange and to 
rates. Briefly, the companies agreed: 
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(1) To approve legislation which will give 
the State Superintendent of Insurance super- 
vision and review of rates with full rights of 
appeal to the courts from any decision of the 
Superintendent; (2) To review by the Super- 
intendent of Insurance in the first instance and 
then by the courts, at the instance of either 
party, any action taken by the rating bureaus 
toward fire prevention devices, and credits to 
be allowed for use thereof when such devices 
have been approved by the Bureau of Stand- 
ards at Washington; (3) To admit mutual 
companies to membership in rating bureaus on 
the same basis as stock companies, with all 
the privileges of stock companies, and stock 
companies are to be admitted to membership 
in rating associations operated by mutual com- 
panies (sic); (4) To amend the rules of rating 
associations to allow members to reinsure their 
risks with other members or with other com- 
panies authorized to do business in the State; 
(5) That every broker holding a license from 


the State shall have unrestricted right to 
deal with members of rating associations and 
with other companies licensed to do business 
in the State, whether members of rating asso- 
ciations or not. Each broker shall be required 
to furnish a bond for the accounting of all 
such moneys in a form and amount to be de- 
termined by the State Superintendent of In- 
surance. The law shall further require that 
no broker will be permitted to receive, and the 
companies will not pay compensation in excess 
of the regulations of the rating associations 
having jurisdiction. 

Just how these reforms are going to 
help the housing situation in New York 
State is difficult to comprehend. Frankly, 
THE SPECTATOR does not see any relation 
whatever between this revolutionary 
change in insurance practice and housing. 


REFORMS OF DousrruL VALUE 

The five proposals may accomplish 
some real good, but there are two of 
them at least that are of doubtful reform. 
These relate to the legalizing of mutual 
membership in rating organizations of 
stock companies and the determination 
of credits to be allowed for fire preven- 
tion devices not measuring up to stand- 
ards prescribed by the company or com- 
panies assuming the risks. The mutual 
fire insurance company and the stock fire 
insurance company represent fundamen- 
tally separate schools of economy, the in- 
terests of which can never be harmonized, 
and the legislation proposed represents 
an arbitrarily forced co-operation having 
advantage for one school, to the detri- 
ment of the other. The supremacy of the 
one class of insurance over the other as 
an economic factor can best be deter- 
mined by competition, but each class 
must work out its problems in its own 
way. The proposal here means, appar- 
ently, that the stock companies must turn 
over to the mutuals their experience, 
which has been gained at no small cost, 
and in turn allow the mutuals opportu- 
nity to thrive on this experience until 
nursed along to an age and size that will 
possibly react detrimentally to the orig- 
inal stock companies. To be sure, a sop 
is allowed in the way of reciprocity by 
admitting stock companies to member- 
ship in mutual rating associations, but the 
information to be gained by the stock 
companies therefrom is as nothing com- 
pared with what they are about to give 
up. But where are the existing mutual 
rating bureaus for membership on which 
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the valuable experience of the stock 
companies is to be swapped? This at- 
tempt to blend by legislative enactment, 
or other artificial means, two diamet- 
rically opposed interests, is akin to the 
Bismarckian policy of throwing sops to 
the Socialists and other anti-militaristic 
parties in Germany, which policies re- 
sulted in disaster for everyone and be- 
cause of their deceitful character, only 
temporary good for one or two special 
class interests. However, it is agreed 
that the proposal shall be tried. 


Woutp Leap 1o State RATING 

With respect to the determination of 
credit to be allowed for various fire pre- 
vention devices, the standard of which 
may not meet that required by the under- 
writers, we fear a dangerous entering 
wedge may be established which may 
lead to further deprivation of the indi- 
vidual’s right to govern and control his 
own business. If a company is to be de- 
prived of its right to select fire prevention 
devices for which it will allow credit 
without consulting the State, it is but a 
step to regulate the kind of risk that a 
company shall write at a given premium, 
and no other. As well enact a law giving 
the State power to determine for life 
insurance companies which human risks 
are substandard and which are not, and 
if substandard, fix for the company the 
amount of advance rating. 

The objections to these phases of the 
understanding between the insurance 
companies and Mr. Untermyer are not 
expressed with the view of whitewashing 
any abuses that may have existed pre- 
viously, but rather because it is felt that 
the principles upon which they are based 
are fundamentally wrong, and for the 
further reason that they will not accom- 
plish in practice the object for which 
they are intended. 


PROPOSALS BY UNTERMYER REJECTED 
It is noted with gratification that the 
fire insurance companies flatly rejected 


three proposals which in brief are: 

(1) Limitation of investments of fire insur- 
ance companies in the same manner as life 
insurance investments are now restricted, pro- 
vided that five years be allowed the companies 
to dispose of those securities which do not 
come within the restrictions; (2) A recom- 
mendation for legislation requiring companies 
to invest a certain percentage (forty per cent 
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was tentatively proposed) of their total assets 
in bonds secured by mortgages on unencum- 
bered real property; (3) a recommendation 
prohibiting companies from apportioning to 
stockholders income derived from investments 
of unearned premium reserves; providing 
remedies for recovering past income so appro- 
priated if the courts should determine that such 
income is not the property of the stockholders, 
and further providing that such income be used 
for the benefit of policyholders in a manner 
to be prescribed by the Legislature. 


CoNFISCATORY LEGISLATION SUGGESTED 


Legislation on these three proposals 
will be attempted, and if successful will 
constitute the confiscation of stock- 
holders’ rights and property, a proposal 
tinged with Bolshevism of the most sin- 
ister sort. The significance of these pro- 
posals should be given the widest pos- 
sible publicity among property owners 
everywhere, especially in NewYork State, 
to the end that they may be awakened to 
the truth. The contentivun that property 
owners are not necessarily interested 
because they are not in the insurance 
business is not excusable. The questions 
raised here are not matters affecting in- 
surance as a business, but are direct 
blows at property rights. ‘lhe power to 
legislate property away from individual 
or corporate lawful owners thereof, if 
possible to be carried out in the insurance 
business, would open the door for further 
legislation depriving property owners of 
any other kind of their belongings. 


Liguip Assets NEEDED 


Specifically the first of these proposals 
is unwise because the investments of fire 
insurance reserves should and must of 
necessity, by the very nature of the busi- 
ness, be of a highly liquid character. 
Stocks are not purchased and sold freely 
by insurance companies because they may 
be used for gambling, but because they 
are the most liquid security known, easily 
disposed of when cash to pay losses is 
needed. To force liquidation within a 
given period by legislative mandate will 
not work in practice, as money by eco- 
nomic law flows to the. places where it 
is most needed. This was proved con- 
clusively in the complete breakdown of 
the legislation in New York State rela- 
tive to the liquidation of stocks held by 
life insurance companies, the law so 
highly lauded by Mr. Untermyer. The 
Legislature of New York State to meet 


the needs of the public interest has found 
it necessary by several enactments to ex- 
tend the period of time originally pre- 
scribed, because no market existed for 
the dumping of large blocks of certain 
securities without a sacrifice of policy- 
holders’ interest in the way of safety that 
was of far more importance than the few 
and comparatively rare abuses that the 
legislation originally intended to correct. 
Stock investments should not be re- 
stricted further than the requirement 
that securities of solvent corporations 
only be purchased. 


DEMANDS UNDESIRABLE INVESTMENTS 
For CoMPANIES — 

Mortgages are an excellent investment 
for funds which are in the nature of long 
time trusts, not affected by fluctuating de- 
mands for cash in substantial amounts, 
but for fire insurance companies they are 
too difficult to sell to constitute anything 
more than a small part of invested assets. 
Forced sales of mortgages always entail 
losses far in excess of the usual daily 
changes in the more liquid securities of 
solvent corporations, such as stocks. Hav- 
ing thoroughly grilled, while they were on 
the witness stand, prominent representa- 
tives of the fire insurance companies, and 
also introduced testimony showing the 
large proportion of business transacted 
by foreign companies in this country, one 
of the real purposes for the appointment 
of the Lockwood Committee is now 
brought forward by the counsel when he 
demands that 40 per cent of the assets 
of the companies shall be invested in 
real estate mortgages. 


INTEREST ON UNEARNED PREMIUMS 


Income from unearned premium re- 


serves is already applied for the benefit 
of policyholders in the form of term 
rates. For instance, the person desiring 


to insure his property for three years 
pays a premium equivalent to only two 
and one-half annual premiums. The rec- 
ommendation that recovery of former 
appropriations of interest earnings to 
stockholders is a proposal to comiscate. 
It is as absurd as to suggest that a store 
proprietor who invested his various re- 
serve funds in interest-bearing securities 
should pass that income back to his cus- 
tomers who purchase commodities from 
him. No reasonable man would seriously 
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consider such a proposal. Yet here it is. 
In the case of fire insurance companies, 
this point should never be lost sight of: 
interest earnings are one of the bases of 
stockholders’ profits, frequently in lieu 
of an underwriting profit—deprivation 
of interest profits can result only in the 
companies requiring an enlarged under- 
writing profit to a point where a return 
commensurate with the risks of the busi- 
ness can be realized. However, the fact 
also remains that stock fire insurance is a 
proprietary business and the profits from 
all sources belong to the stockholders. 


RIGHTS OF PRopERTY OWNERSHIP 
AFFECTED 

It is earnestly hoped that the fire in- 
surance companies will not lose any time 
in bringing to the attention of all their 
policyholders, who are property owners, 
through the widest and fairest publicity 
means, the significance of the proposals 
of Mr. Untermyer as they affect the 
rights of property ownership. The public 
must be promptly awakened to this in- 
sidious attempt to undermine and destroy 
property rights by legislative enact- 
ments.. This is no longer an insurance 
problem solely, it is one that vitally af- 
fects every individual citizen of the 
United States. 





THE PRUDENTIAL AND MR. UNTER- 
MYER 

D URING the Armstrong investigation 

of life insurance, one of the things 
brought out was the close relationship 
between some banks and insurance com- 
panies. Although at first looked upon as 
improper, this view was later changed, 
and no action was ever taken upon the 
matter. It was considered that such re- 
lationships were proper, since all insur- 
ance companies are bound to keep large 
sums on deposit, as a necessity of the bus- 
iness, and have, therefore, good reason to 
be interested in keeping in the closest 
touch with the banks which handle these 
liquid funds. The reopening of this sub- 
ject by the counsel of the Lockwood Com- 
mittee of the New York Legislature in 
connection with the examination of For- 
rest F. Dryden, President of the Pruden- 
tial Insurance Company of America, 
appears to be purely a bid for an insur- 
ance investigation by the next legislature, 
the redoubtable Untermyer to be in 
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The Company OF the People, FOR the People—made BY the People 
The Greatest Life Insurance Company in the World. 


In Assets In Business Placed In Service to the Public 
Greatest In Income Greatest In Business Gained Greatest In Reduction of Mortality 
In Gain of Each In Business in Force In Health and Welfare Work 


METROPOLITAN 


LIFE INSURANCE COMPANY 


(Incorporated by the State of New York) 


HALEY FISKE, President FREDERICK H. ECKER, Vice-President 


Business Statement, December 31, 1920 


Assets - - - - - - - - - - - $980,913,087.17 
Larger than those of any other Company in the World. 

Increase in Assets during 1920 - - - - - $116,091 ,262.62 
Larger than that of any other Company in the World. 

Liabilities - - ~ ~ . - - a - - $947 ,465,234.24 

Surplus - - - - - - ~ - - - $33,447 ,852.93 


Ordinary (annual premium) Life Insurance paid for in 1920 - $1,062,389,920 


More than has ever been placed in one year by any Company in the World. 


Industrial (weekly premium) Insurance paid for in 1920 - $589,560,231 


More than has ever been placed in one year by any Company in the World. 


Total Insurance placed and paid forjin}1920 - - - $1,651,950,151 


The largest amount placed in one year by any Company in the World. 


Gain in Insurance in Force in 1920 - - - - - - $1,036,360,080 


More than has ever been gained in one year by any Company in the World. 


The Company GAINED more insurance in force both in 1919 and in 1920 than any 


other Company WROTE. 


Total Amount of Outstanding Insurance - - ~ - $6,380,012,514 


Larger than that of any other Company in the World. 


Number of Policies in Force December 31, 1920 - - - 23,899,997 


Larger than thai of any other Company in America. 


Gain in Number of Outstanding Policies - - - - 2,129,326 


More than any Company in the World has ever gained in one year. 


Number of Claims paid in 1920 - - . ~ ~ - 312,689 


Averaging one claim paid for every 28 seconds of each business day of 8 hours. 


Amount paid to Policy-holders in 1920 - - - - $81,257,393.70 


Payments to policy-holders averaged $556.86 a minute of each business day of 8 hours. 


Reduction in general mortality at ages 1 to 74 in 9 years, 22.7 per cent. 
Typhoid reduction, 72 per cent.: Tuberculosis, 40 per cent.: Heart disease over 19 per cent.: 
disease, nearly 27 per cent.: Infectious diseases of children, over 28 per cent. 


In general reduction and for each principal cause of death this is far greater than 


that shown by statistics of the Registration Area of the United States. 


Death Rate for 1920 on the Industrial business lowest in history of Company. 
Dividends declared payable in 1921, nearly - - ~ - $11,000,000 


Metropolitan Nurses made 1,625,271 visits in 1920, free of charge to sick Industrial 
Policy-holders, including 14,667 visits to persons insured under Group policies. 


Metropolitan men distributed over Eighteen Millions of pieces of literature on 


health— 


Bringing the total distribution to over 213,000,000 exclusive of Company’s health magazine, of which 


over 18,000,000 are annually distributed. 
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charge. lunds running into millions of 
dollars should be kept under personal 
observation, and how can this better be 
done than by positions on the directorates 
of the holding banks? It seems utterly 
foolish to think that a responsible head 
of a great institution would place such 
enormous stims as are represented by 
the liquid funds of some of the large life 
insurance companies in banks as to 
which he had no control of or insight 
into, and which situation might therefore 
cause the company huge losses. <A cor- 
responding representation of such banks 
on the boards of directors of insurance 
companies also has reciprocal advan- 
tages, because such companies may thus 
obtain the services of able financiers upon 
their own directorates and finance com- 
mittees. The advice and counsel thus 
received is often worth a great many dol- 
lars to the companies receiving it, and the 
earnings or savings thus effected are re- 
turned to or held for the policyholders. 

The counsel for the committee also 
seems somewhat worried about the mu- 
tualization of The Prudential Insurance 
Company. The most casual scrutiny of 
the company’s statements for the years 
following its mutualization would suffice 
to show the lack of foundation for such 
anxiety. During that period The Pru- 
dential has returned as dividends to its 
policyholders enormous sums which 
would have otherwise gone to stock- 
holders or have been held as surplus. 
The policyholders have every oppor- 
tunity to vote for whom they choose for 
directors, and, in fact, do so, as the rec- 
ords of the company will show. That a 
large number do not participate in the 
voting is undoubtedly a high compliment 
to the present executive staff, since, if 
things were not suiting the policyholders, 
the latter could stir up an effective oppo- 
sition very easily. It goes without say- 
ing, therefore, that the policyholders col- 
lectively are eminently satisfied with the 
present management, notwithstanding 
the efforts of Mr. Untermyer questioning 
certain conditions and suggesting an ex- 
amination of the company, tending to 
upset public confidence in the manage- 
ment of this great institution which has 
so proud a record behind it. 

So ready was the counsel of the Lock- 
wood Committee to criticise the loan de- 
partment of the Prudential because of 


ordinary practices in connection with 
loaning money, it might not be inapropos 
to recall that the Prudential was a potent 
factor in aiding the Government in win- 
ning the war. It purchased $105,614,100 
of United States and Canadian Govern- 
ment securities and sold through mem- 
bers of its staff $55,000,000 of Liberty 
bonds and War Saving stamps. It aided 
in sending 1729 of its employees into the 
military and naval service; gave valuable 
aid to the War Risk Insurance Bureau, 
and since the war has engaged actively in 
all the different patriotic campaigns; 
moreover, the officers and employees re- 
sponded to many calls for assistance 
from various Government agencies dur- 
ing the war and other bodies interested in 
the war activities. The patriotism of the 
Prudential was best shown by the fact 
that by the year 1919 it had accumulated 
nearly $98,000,000 of Liberty and Vic- 
tory bonds, upon which, if they were sold 
at market prices, the company, that is to 
say, its policyholders, would suffer a 
heavy loss. Any institution investing m 
securities traded in in the open market is 
liable to meet with loss from time to 
time, and must endeavor to offset such 
losses by profits upon other investments. 
Institutions lending upon real estate mort- 
gages are at times forced to take title to 
real estate for their own protection; but 
the law requires that such real estate shall 
be disposed of within a specified time, so 
that they are obliged to find or make a 
market for such properties, even though 
it is at a loss. The officers of an insur- 
ance company, under such circumstances, 
in order to comply with the law and pro- 
tect their policyholders from undue loss, 
are rather to be commended than blamed 
for making as good a transaction as they 
can with the resources held in trust for 
their policyholders. 


THE BEST INSURANCE COMPANY 

HICH is the best life insurance 

company? This question has been 
asked many times and answered in nearly 
as many different ways. One day re- 
cently three life insurance men were 
talking together, and one of them asked 
‘Which are the three best life insurance 
companies, all things considered”? Each 
one of the three held a different opinion 
as to which was the best company, so 
finally they turned to the fourth man in 
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the group and agreed to abide by his de- 
cision. This was, in substance, as fol- 
lows: 

All these [referring to the companies which 
had been named] are first-class companies for 
their policyholders, but that would mean noth- 
ing to those who are not insured in these com- 
panies. The best company for you and for 
me, and for any other man, is the company 
that keeps after us and persuades us to take a 
policy for as much as we are able to carry, 
and never lets us forfeit it. The best company 
for any man is the company that insures him. 
The others would mean nothing to him or to 
his family. 


This definition of the best company is 
one which every agent should bear in 
mind. He should identify himself with 
a company which he believes to be thor- 
oughly good in every respect, and which 
he can conscientiously recommend to his 
prospects. As the arbiter in the case 
above mentioned stated, the company in 
which a man is insured is the best for 
him and his family. This fact should 
in some manner be impressed upon every 
policyholder in a sound life insurance 
company, so that when twisters attempt 
to dislodge an established policy, the 
holder thereof will be sufficiently in- 
formed as to its value and the value of 
its performance that he will resist the 
overtures of the twister. 


HE life insurance twister is still in 

evidence. A certain State associa- 
tion of life underwriters has recently felt 
obliged to give consideration to the case 
of a so-called actuary, who is reported to 
be urging policyholders to surrender their 
present policies and take new ones in 
stich companies as he recommends. The 
underwriters’ association holds that this 
practice is unprofitable to the insured, 
and that it should be condemned as a 
general proposition. It was also deter- 
mined to bring the matter to the attention 
of the executive officers of all life in-_ 
stirance companies operating in the State, 
with a view of having any business sub- 
mitted by the advisor in question care- 
fully scrutinized, in order to ascertain 
whether or not the surrender of an old 
policy in a good company is involved. 
The practice referred to has been repeat- 
edly denounced by THE SpecraTor and 
by life underwriters in general, as there 
is seldom, if ever, a case in which the 
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NORWEGIAN ATLAS INS. CO., Ltd. 


Northern Underwriting Agency, Inc. 
15 William Street 


New York New York 


North American National Insurance Company 


Des Moines, lowa 
Assets, $910,670.66 
Lines Written: 
Fire, Tornado, Hail 
O. P. ODE, President 
JOHN PETERSON, Secretary 


W. G. HODGE, Asst. Secretary 
V. F. PECKER, Treasurer 

















National Liberty 
FJusurance Company of America 


INCORPORATED UNDER THE LAWS OF THE STATE OF NEW YORK IN 1859 


Statement, eenanen s,: 1921. 


Cash Capital... . $1,000,000 . 00 
Assets. . .. 12,071,029 44 
Liabilities including Capital.. . 8.565.072. 02 
Net Surplus. . .. 3,505,957 .42 
Surplus to Policy Holders. . . 4,505,957 42 


HEAD Sennett , 
709-717 Sixth Avenue, Cor. 4Ist Street, New York. 








Guaranty Company 
Calvert, Redwood, Grant and Mercer Streets, 
BALTIMORE, MD. 

JOHN R. BLAND, President 


rire 30, 1920. 
CAPITAL PAID IN CASH. . .$4,500,000.00 
SURPLUS. Seat $4, 332; 069.78 
RESERVES... ..21,705,056.69 26,037,126.47 
. $30,537, 126.47 


TOTAL CAPITAL, SURPLUS AND RESERVE... 














GEORGE WASHINGTON LIFE INSURANCE CO. 


Charleston, West Virginia 


We have attractive Agency openings in the State 
of Tennessee. If you are in earnest, address: 


D. P. WADE, STATE MANAGER 
JOHNSON CITY, TENN. 








Attention, Insurance Men! 








A progressive insurance company recently licensed in Virginia, 
and having over 600 prominent stockholders throughout the 
State, has some excellent openings for ambitious insurance men 
who are anxious to secure General Agents’ or District Agency 
contracts. Good leads furnished and every assistance given to 
develop territory and build up a permanent business. Liberal 
contracts to good men. Our policy is a quick seller, 


All answers treated with confidence 
L-438, care of THE SPECTATOR, 
P. O. Box 1117, New York City, N. Y. 


Address 











INCORPORATED 1832 


Virginia Fire and Marine 
INSURANCE COMPANY OF RICHMOND, VA. 


January 1, 1921 


Reserve for Unearned Premiums.................. 
Pare eR Se ce Ca hie os Nake Gosnlin ys MUR ENS 
eesti re neers eae se +» 
Net Surplus. . . 920,674.65 


Surplus to Policyholders. . $1,420,674 .65 


Total Assets. $2,929,446 .05 


E. B. pacman Vice President. 
in Palmer Hill, Asst. Secretary 
J. M. Leake, General Agent. 


$1,229,149 .74 
279,621.66 


Wm. H. Palmer, President 
B. C. Lewis, Jr., Secretary 
J C. Watson, Treasurer 





THE SIGN OF GOOD CASUALTY INSURANCE 


LIABILITY BURGLAR V 
ACCIDENT CREDIT 

HEALTH BOILER 
AUTOMOBILE LANDLORDS 

TEAMS ELEVATOR 
COMPENSATION GENERAL LIABILITY 





Established — 
OF LONDON 


LONDON GUARANTEE | ACCIDENT oD, Ltd, Fwetano 


Head Office: CHICAGO, ILL. F. W. LAWSON, General Manager 





F. J. WALTERS, Resident Manager, 55 ss ats New York. 
STOKES, PACKARD, HAUGHTON & SMITH, 
‘se’ Walnut Street, Philadelphia, Fa. 


Resident Managers 
145 Milk Street, Boston, Mass. 








ACTUAL MARKET VALUES USED FOR ALL SECURITIES 
Organized 1855 January 1, 1921 


FIREMEN’S INSURANCE COMPANY 


OF NEWARK 


Cash Capital, . .. 
Net Surplus, ... 
Surplus to Policyholders, 


EASTERN DEPARTMENT. 


$1,250,000.00 
$2 ,086,'742.08 
$3,336,742.08 
WESTERN DEPARTMENT 
NEAL BASSETT, V. P. and Mgr 
W. T. BASSETT, Ass’t Manager 
CHICAGO ILL. 





D. H. DUNHAM, President 
JOHN KAY, Vice-Pres. 
A. H. HASSINGER, Sec’y 
NEWARK, N. J. 

















ELMER A. LORD & CO., Resident Managers 
COMPANY 


ESTERN ASSURANCE 
OF TORONTO Incorporated 185: 


FiRE, AUTOMOBILE, EXPLOSION-—RIOTS, CIVIL COMMOTIONS 
AND STRIKES—MARINE AND TORNADO INSURANCE 


W. B. MEIKLE, President & General Manager 
UNITED STATES STATEMENT, JANUARY I, 1921 
ASSETS. 8 $5,279,511 
SU RPLUS IN UNITED STATES... $1,734,543 


TOTAL LOSSES PAID IN UNITED ST ATES FROM 


1874 TO 1920 INCLUSIVE $47,653,971 
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Fire Insurance 








dropping of one old-line policy, in order 
to replace it with another, is not unprof- 
itable in some manner to the insured. 


HE chancellor in the Chancery Court 
of Arkansas recently upheld the con- 
tention of the fire underwriters that the 
plan of calculating the alleged profits of 
fire insurance companies adopted by the 
Insurance Commissioner, and because of 
which he ordered a substantial reduction 
in rates, was incorrect. While the mat- 
ter will be appealed to the supreme court, 
it will be many months before a decision 
will be reached, and it is not anticipated 
that it will reverse the lower court.. Dur- 
ing the past year or two, the fire under- 
writers and the National Convention of 
Insurance Commissioners have been 
studying the question of the computation 
of profits and losses in fire underwriting, 
and arrived at a substantial agreement in 
harmony with the position taken by the 
underwriters in the Arkansas matter. If 
the Arkansas supreme court will uphold 
the general plan of calculating profits and 
losses followed by the commissioners and 
the underwriters, the matter may be con- 
sidered pretty well settled. 
HE table recently published in Tne 
SPECTATOR, showing that the under- 
writing profit of the leading fire 
insurance companies during a quarter- 
century was a negligible sum, might 
well be considered in connection with 
the facts brought out elsewhere in 
this issue in an analysis of the 
testimony of A. M. Best before the 
Lockwood Housing Investigation Com- 
mittee, Important corrections are given 
therein as to subjects embraced in Mr. 
Best’s testimony, and it is shown that the 
entire gains of one of the largest fire 
insurance companies have not amounted 
to 6% per cent compound interest upon 
the capital invested in the company dur- 
ing its whole career, covering nearly sev- 
enty years. Surely this is not an unduly 
large yield as compensation not only for 
the capital invested, but for the assump- 
tion of billions of dollars of fire risks, 
and this has been the result achieved 
under most competent administration. 
Now that Lenin has decided to permit 
private capital to again invest in Russia, 
for the common welfare, THe SPECTATOR 
submits that even under a Soviet gov- 
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ernment a less favorable annual return 
than the foregoing would hardly be ex- 
pected in order to justify the continuous 
investment of capital; certainly the aver- 
age proprietor of a business in this 
country would expect a greater yield in 
any line of business less risky than fire 
insurance. 





r referring to the record of under- 
writing and invesment profits and 
losses in 1920 of 100 leading fire insur- 
ance companies, recently published in 
THe Spectator, The Florida Times- 
Union, of Jacksonville, says: 


That the insurance companies have not made 
any money the past year is a matter that will 
only mildly interest the public, yet it is neces- 
sary to have insurance—business matters would 
be at a standstill unless there were concerns 
willing to assume the risk of damage or de- 
struction by fire. And it should be considered 
by all important to guard the insured property 
as carefully as though it were uninsured. The 
corporations protecting property by under- 
writing cannot be expected to go on paying out 
more money than they take in. 


This is sound reasoning, and it is grat- 
ifying to find a daily newspaper com- 
menting so logically upon a matter which 
should be of more than passing interest 
to the people at large, who are all poten- 
tial loss claimants, and who depend upon 
the strength of the insurance companies 
for indemnity in case of loss by fire. 


NEW YORK SURVEYS 

The Fires of a Perfect Day.—On June 7, 
which was this kind of a day, New York city 
rolled up 61 fire alarms, there being 43 in Man- 
hattan and the Bronx, 16 in Brooklyn, and 2 
in Richmond. Who says that fire burning is 
not a thriving industry? 

Losses.—The settlement of losses, so far 
as they are bobbing up in connection with 
classes of business which present conditions 
assume develor a moral tinge, shows insurance 
very much in excess of the present sound 
value, though probably not in excess of the 
sound value when the insurance was taken out. 
Assuming that the insurance taken out was paid 
for, this, of course, makes the result from the 
loss point of view not quite so bad as it might 
be. 

The Insurance Society.—On the 
tion of the president, C. R. Pitcher, there was 
an important gathering of the officers, execu- 
tive committee and members of the welfare 
committee of the socety at the Drug and Chem- 
ical Club on Friday, the roth inst. E. Stanley 
Tarvis of the Hanover Insurance Company was 
elected chairman of the executive committee; 
a detailed budget was adopted; it was voted to 


invita- 


bi 


give the Institute Courses, not merely the three 
Fire Courses, as last year, but an earnest effort 
is to be made to have courses in Casualty, Ma- 
rine and Life. It was voted to hold the opening 
meeting of the society at the Hotel Astor on 
Tuesday, October 25; it was voted to devise, 
as far as the support warranted, a plan for 
smaller dinner meetings to be held at the Drug 
and Chemical Club, .if not monthly, at least 
bi-monthly. A. E. Clough, the former presi- 
dent, briefly outlined some of the things which 
he had jotted down during his two years of 
presidency as-desirable things for the society 
to do, while R. P. Barbour, who is a member 
of the welfare committee, set forth the neces- 
sity of increased funds to do these things. The 
entire advance movement was endorsed by the 
meeting, and it is anticipated that one of the 
most active and useful years in the history of 
the society is at hand. 


PHILADELPHIA NOTES 

Mrs, A. H. Waldron Passes Away.—The 
wife of A. H. Waldron, prominent broker 
along Walnut street, died here this week after 
an illness of over two years. During the month 
John. W. Buckman, oldest active insurance man 
on the Street, died, as did also William T. 
Luff, the prominent young schedule man of 
the William Arrott office. 

Special Federation Meeting.—The execu- 
tive committee of the Insurance Federation of 
Pennsylvania are holding a special meeting at 
the Chester Club, Chester, Pa., Wednesday, 
June 15, for the purpose of further outlining 
and continuing the progressive policy adopted 
by the Federation for the furtherance of its 
high purpose, 


CHICAGO AND THE WEST 

Large Agency Merger.—The Chicago 
local office of the Royal Insurance Company, 
heretofore conducted in the name of Law Bros., 
has been merged with the agency of Moore, 
Case, Lyman & Hubbard, the object being to 
eliminate all semblance of competition on the 
part of the Royal with its other local agents 
in Chicago. Many details of the merger will 
have to be decided upon. The present quarters 
of the Royal local office will be retained by 
Moore, Case, Lyman & Hubbard in addition 
to their regular office. 

Insurance Club Directors Hold Meeting. 

-The new officers and directors of the In- 
surance Club of Chicago held a luncheon at the 
Hamilton Club last week and made plans for 
the club activities for the ensuing year. Presi- 
dent Fiery appointed a special committee to look 
into certain matters pertaining to the privileges 
of the library, which is owned jointly by the 
Insurance Club, the Northwestern Under- 
writers Association and the Chicago Board of 
Underwriters. The committee consists of Ben- 
jamin Richards, A. T. Graham and W. A. 
Benoliel. 

Memorial Committee for Whitlock.—The 
following committee of the Western Union has 
heen appointed for the purpose of preparing a 
memorial to the late J. L. Whitlock: E. W. 
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HUGH R. LOUDON, Manager. 
J. B. KREMER, Deputy Manager. 
R. H. WILLIAMS, Assistant Deputy Manager. 
T. A. WEED, Agency Superintendent. 


















NEW ENGLAND STATES, NEW YORK, 
NEW JERSEY, PENNSYLVANIA, % 
&) MARYLAND, DELAWARE, A) 
xy a DISTRICT OF COLUMBIA, ‘ Se 
S _ VIRGINIA, WEST VIRGINIA, = 
*” 2) % NORTH CAROLINA, ay oy ! 
" O Sy SOUTH CAROLINA. 3° 
% _— Z. \ + 8 a) - 
eg ke O 2£URQN 
Os ~ eae Ww 
. Oe F369, 
Zz wm cg’ac 
e) H pent fx) o B. 2 H 5 Ys) 
4 Tee gesrer 
a a, “Ss ns "am 2 
fx, _~ ze W; vs g o ¥ 3 & ‘ 
: ea) é Pi ; $6 £3 § 
— i 3 eels 
<& Pi RI es te 
iG ben] < Bi. FECITN irs S a s S dF 
mr BRS3 
Pat: 
2. AUTOMOBILE & = 





TORNADO SPRINKLER LEAKAGE 





EXPLOSION USE AND OCCUPANCY 










s 
POSTAL PROFITS TRANSPORTATION 
COMMISSIONS 
























STRIKE, RIOT AND CIVIL COMMOTION 
| 
4 
4 
44 co 
4 >> 
ay VOU UU e 6 Cs 
: v 
3 : 
- i om 


ESTABLISHED 1836 SSS ENTERED U. S.1848 


=—S 








The statement of the condition of yi states j i 
sta ot the United States Branch on the Ist of January. 102 accordance wi 
the State of New York, is as follows: a Rn eae 
“oi, See 
“ela a hes Sei aie eee $19,598,895.34 
hy see VEGA SeeeG ae ee Ree Se Be eee earn ae ee a 15,051,832.81 
S ‘ 
‘ . URPLUS ‘agicoe Mahinink ab bomaabeidacabiniiceucee $4,547,002.53 
ee sant ustration of the Company’s practice in maintaining its Assets in the United States in a year of excessive loss the 
ollowing figures may interest policyholders : Assets at January 1 Income Expenditure - 
1906 (San Francisco Fire)...............005 $12,234,948 $8,144,207 $9,888,323 
RO ae nts ee ee oe 
Thus showing Excess oF EXPENDITURE Of........0. 00. 0ecee ceceecuccuceececeee. 6 
And Increase oF Assets in the same time of..........0c000 cececececececc cnn esses ai 


Procress of the United States Branch: Net Premiums—18 
: s—1848, $4,519; 1858, $471,988; 1868, $1,739,620; 1878, 
$2,422,126; 1888, $3,928,010; 1898, $4,970,422; 1908, $7,427,618; 1918, $11,618,840.85 - 1920, $14,297,399.23. 
Losses—The amount paid in satisfaction of fire losses in the United States to the beginning of the present year exceeds 


$174,000,000. This large sum, in conj i rj ; : 1 
ia er arg 7 junction with the growthof the Company’s business, evinces tl “ 
and the faithfulness with which the Company’s losses are adjusted and settled. ee ae ey 
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FOR RENT 


Exceptional opportunity for 
insurance firm or firms. 140 
William St.—S. E. corner 
of Fulton Street; subway 
entrance; entire top floor 
30 x 100; practically new 
building; 19 windows to 
streets; complete service. 
Remainder of floors under 
lease to Massachusetts 
Bonding & Insurance Co. 
Will divide. Apply on prem- 
ises or Mr. Foley, Room 
909, No. 99 Nassau Street. 














West, H .C. Eddy, George W. Law, Fred B. 
Luce and Walter E. Miller. 


BOSTON AND VICINITY 

George W. Kenyon Takes Partner.— 
George W. Kenyon of Jamaica Plain, who con- 
ducts an old-established suburban agency, has 
taken into full partnership Dr. Edward T. Rol- 
lins, a Boston man, who has been closely allied 
with insurance for the past ten years. The 
firm name will be George W. Kenyon & Co. 

Boston Men at Coast.—Three 
men are among the speakers at the twenty- 
fifth annual meeting of the National Fire Pro- 
tection Association at San Francisco, which is 
on this week. They are Franklin H. Went- 
worth, Ralph Sweetland and Edward A. 
Barrier. 


3oston 


Enter State of Texas 
During the month of May the Importers & 
I:xporters of New York and the National Un- 
derwriters of Chicago, Ill., a reciprocal fire or- 
ganization, were admitted to the State of Texas. 
There were no withdrawals. 





Gordon Rennie Dead 
Gordon Rennie, assistant Pacific Coast gen- 
eral agent of the Insurance Company of North 
\merica, died of acute indigestion at his home 
in San Francisco early this month. 


COLUMBUS AGENTS MEET 
Elect Arthur L. Clemons of Cincinnati 
President 

About 300 fire and casualty agents attended 
the annual convention of the Ohio Association 
of Insurance Agents held in Columbus, June 
8 and 9. The association has a membership 
of about 600. Superintendent of Insurance 
B. W. Gearheart addressed the convention at 
the Wednesday afternoon session. 

James L. Case, chairman of the executive 
committee of the National Association, was 
the principal speaker at a get-together banquet 
at the Scioto Country Club. At the Thursday 
morning session John I*. Stafford, Chicago, was 
the principal orator. His subject was “Fellow- 
ship in Business.” 

At the close of the convention Arthur L. 
Clemons, Cincinnati, was elected president; 
L. L. D. Chapman, Toledo, vice-president ; 
\V. H. Tomlinson, Columbus, secretary-treas- 
urer. Will J. Beggs, Cleveland, was re-elected 
chairman of the legislative committee. B. L. 
Agler, Youngstown, was re-elected to the ex- 
ecutive committee. The only new man is 
Ward W. Webb, Canton, who was voted a 
place on the executive committee. 


The Dime Savings Bank’s New President 


Edwin A. Ames has just been unanimously 
elected president of the Dime Savings Bank, 
one of the most important institutions in 
Brooklyn, N. Y.. Mr. Ames was born in Wood- 
bridge, N. J., about fifty-five years ago, and 
after spending some time in business with his 
father, he became connected with Ostermoor 
& Company, the famous mattress manufac- 
turers, about thirty years ago. At first a 
partner in that firm, his energy and foresight 
led to the steadily increasing success of its 
business, of which he is now sole proprietor. 
The Dime Savings Bank is to be congratulated 
upon securing the advice, counsel and direction 
of so able a man. 

Mr. Ames is a director of the Brooklyn 
Branch of the Metropolitan Bank, which re- 
cently took over the Hamilton Trust Company, 
and also of the First National Bank of Wood- 
bridge. He is a trustee of Berkeley Institute, 
a life member of the Crescent Athletic Club, 
treasurer and secretary of the Riding and 
Driving Club, and a director of the Montauk 
Club, of Brooklyn. 


Retailers Fire Steadily Growing 

Since its organization, in 1910, the Retailers 
lire Insurance Company of Oklahoma City, 
Okla., has recorded a steady growth in busi- 
ness, from year to year, until in 1920 its net 
premium writings reached $176,283, upon which 
its incurred losses were but twenty-six per cent. 
On its total business, the company’s loss ratio 
has only been a fraction over twenty-two per 
cent. 

On December 31, last, the Retailers Fire had 
$408,482 of admitted assets (also nearly $12,- 
000 non-admitted), and after providing an un- 
earned premium reserve of $88,152, and caring 
for other liabilities, it had a surplus to policy- 
holders of $308,074, including $200,000 capital. 
The company also reports $44,865 of savings 
paid to policyholders in 1920. As the insur- 
ance in force at the end of last year was $16,- 
110,861, it is evident that the proportion of 
policyholders’ surplus to risks outstanding is 
exceptionally high. The officers of this pro- 
eressive company are: President, A. M. 
Greiner of Stillwater; first vice-president, 
Louis Berlowitz of McAlester; second vice- 
president, J. S. Peter of Pawnee; treasurer, 
T. T. Eason of Marlow; secretary and man- 
ager, W. E. Hitchcock; assistant manager, P. 
J. Slater. The company operates in Oklahoma, 
Kansas and Nebraska. 


May Pay Large Dividend on New York 
National 

Jesse S. Phillips, Superintendent of Insur- 
ance of New York State, has annouuced that 
he will be able to pay an eighty per cent divi- 
dend to the creditors and policyholders of the 
New York National Insurance Company if the 
National Surety Company and the United 
States Fidelity and Casualty Company pay 
without further litigation the judgment ren- 
dered against them last week, amounting to 
$100,coo and costs. If the surety companies 
do not pay the judgments, only about forty 
per cent can be paid to the creditors and policy- 
holders. 


Annual Meeting of Illinois State Board 

The Illinois State Board and the Illinois 
Field Club are holding a big reunion at Lake 
Delevan, Wisconsin, June 28-29. Presidents 
A. FE. Owens and H. M. Greenburg, respectively 
of the Board and Field Club, have prepared 
excellent programs for the event. 
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City Insurance Company of Pennsylvania 


F. M. MACHMER 
President. 








SUNBURY, PENNA. 
Organized 1870 


Cash Capital $600,000 


A. F. O’DANIEL, 


Secretary and Underwriting Manager. 
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GRAND RAMS 
J.FLOYD IRISH 
Bee ame Manaer 
PENINSULAR FIRE INS.CO. = PRESIDENT 


DETROIT 


FIRE 

MARINE 
AUTOMOBILE 
TORNADO 
HAIL 


FARM 
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MICHIGAN’S 
TWO PENINSUERS 


BAY CITY 
HARMON J. WELLS 
An sere (emer wurren COLON C. LILLIE Secy Ane Gantwar Maracas 

0. PENINSULAR CASUALTY INS. CO. 


Michigan’s Two Peninsulars write 







Enthusiasm always starts in the race but 
Perseverance always wins it. Enthusiasm 
conceives, has the vision, but it takes Perse- 
verance to mould it into form, construct and 
complete the project. Enthusiasmisthe Hare, 
Perseverance is the Tortoise. 


Imagination is necessary to start a project, 
one must build air castles before he builds real 
castles. Imagination makes the plan, but 
plain every day plodding builds the structure 
—brings home the bacon. 


The men back of Michigan’s Two Penin- 
sulars understand full well that only every day, 
every hour persistent plodding will build these 
two companies—give them the proper influ- 
ence in the insurance world. 


COLON C. LILLIE, President 


GRAND RAPIDS, MICHIGAN 






MICHIGAN'S _| 
/ lf two PENINSUIARS) 








BAY CiTy 
HARMON J. WELLS 
aces 


Secy Amp Gamanas Man. 
PENINSULAR CASUALTY INS.CO. 


MORTGAGE LOAN DEPARTMENT 
ETROIT 
GOMPORT A TYLER.Manage 


LIABILITY 
BONDS 
AUTOMOBILE 
HEALTH 
ACCIDENT 
COMPENSATION 


LIVE STOCK 


(a combined automobile insurance policy. 
1a combined dwelling policy. 


The Peninsular Fire Insurance Company 
The Peninsular Casualty Insurance Company 
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A. M. BEST’S TESTIMONY 





Analysis of Some Phases of it Pre- 
pared for the Continental 


RESERVE THEORIES CRITICISED 





Rates and Rating—Why Brokers Are 
Needed—Security Valuation Bases 


An interesting analysis of some of the state- 
ments made and opinions expressed by A. M. 
Best, when’ examined by Samuel Untermyer, 
counsel for the Lockwood Housing Investigat- 
ing Committee, in New York, was recently 
compiled on behalf of the Continental Insur- 
ance Company. Among the comments and 
criticisms contained in this analysis are those 
set forth below. 


THE UNEARNED PREMIUMS 


In relation to the unearned premium, correc- 
tions are made below: 

Reserve in the first year on a three-year policy is 
not 75 per cent, but 83% per cent. 

Company must account for entire amount of pre- 
mium, and not only 50 per cent, 

Reference is made to the “salvage” in the reserve 
as a concealed profit. If by the word “salvage” is 
meant the commission for which the business might 
be sold, the company is getting merely the equivalent 
cost of writing the business. 

Mr. Best claims a profit of 50 per cent in the un- 
earned if policies ran to expiration, on the assumption 
that the loss ratio on earned premiums has been 50 
per cent. This conclusion is wholly erroneous, as no 
consideration has been’ given to the cost of the 
business. 

Mr. Best states that the law says 50 per cent of the 
premium shall be set aside as a reserve fund for loss 
contingencies. The law contains no such provision, 
but requires the maintenance of a reserve equal to 
the full unearned premium and characterizes it as a 
liability. 

THE INCOME ON RESERVE 

Mr. Untermyer contends that the income on reserve 
improperly goes to stockholders rather than policy- 
holders, and Mr. Best agrees that it is unfair, and 
thinks that it is not proper bookkeeping. It is hardly 
conceivable for the small underwriting profit in the 
business that capital would ever be attracted to so 
hazardous an undertaking unless it were given the 
income on the unearned premium reserve. The only 
substitute or alternative if not given the income on 
reserve would be a general increase in the rate. lt 
would be perfectly foolish for an investor to hazard 
his money in the fire insurance business for the same 
return obtainable in an investment in Government 
securities, 

Mr. Best states that if the income from the re 
serve were credited to the reserve it would make for 
larger earnings, greater surplus, and might result in 
a reduction of rates. As the earnings come from 
invested assets, in which are included the reserves, it 
wuuld be difficult to see how there would be an in 










crease; neither would the surplus be increased, as the 
reserve must be maintained and carried as a liability 
under the law. It is also difficult to see how it 
would affect the rate, as a segregation of the income 
has nothing to do with the losses, which is the pri- 
mary consideration in making a rate. 


Mutuat DivipENDS AND ASSESSMENTS 


Mr. Best states that from 25 to 55 per cent of the 
premiums are returned by mutual companies, and that 
their rates are not usually higher. As a matter of 
fact, while certain mutuai companies make large 
annual distribution to policyholders they collect a 
very much higher premium, and the policyholders are 
subject to assessments to meet excessive losses. The 
mutual companies that charge the same rate as stock 
companies usually return very little in the way of 
dividends to policyholders. The New York insurance 
law contains a provision requiring every policy con- 
tract issued by a mutual company to contain the fol- 
lowing language: ‘‘This policy is issued by a mutual 
company having special regulations lawfully applicable 
to its organization, membership, policies or contracts of 
insurance, of which the folluwing shall apply to and 
form a part of this policy.” 

This notification has special reference to the assess- 
ments for which policyholders are liable. The stock 
companies, in lieu of this intangible asset, have as a 
requisite to organization paid-in capital and surplus. 
Certainly, no mortgagee or lender of money on fire 
insurance indemnity would feel the same safety in 
the acceptance of a policy of a mutual company as 
against that of a solvent and well-established stock 
company. Under a liberal law of some years ago in 
New York State, a number of mutual fire insurance 
companies were organized on a part cash and part 
premium note basis. Every company then organized 
met with disaster, finally going into the hands of re 
ceivers or being voluntarily liquidated. There are 
but three domestic mutual companies now in business, 
all of which were organized more than fifty years ago. 
These companies operate in but a small way, and 
practically on the same basis as stock companies. At 
the last session of the legislature a law was enacted 
which permits the organization of mutual companies 
on sound and conservative lines, and which will per- 
mit of open competition with simular organizations of 
other States. 

Mr. Best states that he is about certain that the 
Exchange rates are kept secret and available only to 
members. This is an incorrect statement. The rates 
of all companies as required by law are filed with 
the Insurance Department where they are available, 
and, further, are open for inspection to the insuring 
public or anyone interested at the offices of the stock 
companies and at the principal brokerage offices. 


Rates EFFECTIVELY SUPERVISED 

Mr. Best states that there is no supervision of rates 
by the Insurance Department, and also that successive 
superintendents have recommended there should be. 
While the insurance law does not empower the In- 
surance Department to make rates, different Super- 
intendents of Insurance have, in the exercise of their 
broad supervising powers, brought about reductions 
in rates affecting large communities and many in- 
surers, where it was conclusively shown on expert 
testimony that the rates charged were excessive. The 
statement that Superintendents of Insurance have 
recommended supervision of rates is incorrect, as no 


kKEINSURANCE ONLY 


GLOBE NATIONAL FIRE INS. CO. 


SIOUX CITY, IOWA 


Paid Up Capital $1,000,000.00 
EDD G. DOERFLER, President 


such recommendation has ever been made. The fact 
that the Insurance Department has effected reductions 
in rates indicates the effectiveness of the present 
supervision, and also that the insuring public is not 
“absolutely helpless,” as stated by Mr. Best, but may 
obtain redress in cases warranting such by application 
to the Insurance Department. 


Wuy Brokers ARE NEEDED 


Mr. Best states he knows no reason why fire in- 
surance should not be purchased direct, as any other 
commodity, without the intervention of brokers. 
While this might be possible with a limited character 
of risks, it is not feasible generally. The placing of 
fire insurance is a_ specialized business demanding 
accurate knowledge of regulations affecting the in- 
surance, such as the forms necessary for full pro- 
tection, the law applying to the contract and fire 
department rules. Efficient brokerage service, in 
contrast to ignorant or careless service, makes for the 
best protect’on and the lowest rate. An owner of 
Property would not be possessed of the necessary in- 
formation or knowledge which would make for a bet- 
terment of conditions surrounding the risk and a 
consequent lower rate. If the property-owner did 
not have available the services of an experienced 
broker he would be obliged to employ a_ substitute 
at a cost probably greater than the commission paid 
the broker. 


MINIMUM AND MaximMuM Rates 

The suggestion of Mr. Untermyer that the Ex- 
change fix a minimum and maximum rate subject to 
review of the Insurance Superintendent, and to which 
Mr. Best states there could be no objection, would in 
the end mean, through force of competition, the 
adoption of a minimum rate fixed by the Insurance 
Superintendent, and no Superintendent of the New 
Yurk Department has ever advocated such authority. 
The assumption of the rate-making power by the 
Superintendent of Insurance through legislative 
action would mean, to be at all effective, the creation 
of an expensive bureau within the Department which 
it would be difficult to maintain efficiently because 
of changing administrations and the inadequate sala- 
ries which the State would pay for expert service. 


Wuy CoMPaNigs FaILeD 

Mr. Best states two New York State fire insurance 
companies within the last two or three years failed 
because business was writte1 outside of New York 
State at inadequate rates. This statement is incor 
rect; the failure of the two New York State com- 
panies was brought about through a bank failure, and 
even then through the protective premium reserve 
law the policyholders’ rights were safeguarded. In 
the past twenty years, with the exception of some 
half dozen companies, there have been no failures of 
stock companies in the State of New York. Of the 
few which have failed, four were occasioned by 
failure of banks in which the insurance companies’ 
monies were deposited. 


INVESTMENT VALUATIONS 

Mr. Untermyer has stated that the companies wrote 
down their investments tremendously during 1919 and 
1920. The insurance companies generally, in their 
annual statements, carried the securities on average 
values promulgated by the Insurance Commissioners 
Convention, the theory being that the depression was 
temporary and that values would go back to their 
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With Whirlwind Speed But Rythmic Smoothness 


SPEED AND SERVICE VISUALIZED 





ARRIVES 822 AM: 
LEAVES 1.30 RM. 


SAME DAY RIVES 82° AM! 
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Application leaves Philadelphia Thursday, arrives Home Office, 
Saint Louis, Saturday morning at 8 A. M. April 30—Policy in Phil- 
adelphia Monday Morning, May 2. 


(WIRE) 
Philadelphia, Pa., 1:10 P. M., May 2, 1921. 
“Thanks for prompt action on $50,000 policy. Here this morning.”—W. R. 
Robinson, General Agent. 
(This resulted in the case closing with $205,000). 


HOW A NEW GENERAL AGENT WAS IMPRESSED 
Spokane, Wash., April 30, 1921. 
“I am just in receipt of the policies No. 358970 and 358971 and wish to compli- 
ment you on the promptness of issuing same. It gives me great pleasure as Gen- 
eral Agent of the Missouri State Life to know that the Company is noted for their 
promptness and accuracy in issuing contracts. * * * * * J have been in the 
insurance business for a great many years and it is the first time in my career that 
I have received such prompt service by any Company in the issuing of new busi- 
ness.” —John P. Kent, Jr., General Agent. 


CENTRAL FOR SERVICE 


Prompt consideration of the needs of our Agents and Policyholders to the North, South, East and 
West of us is a part of the comprehensive service rendered Agents and Policyholders by this Com- 
pany. Twenty-Six Railroads radiate from Saint Louis—the heart of the United States, assuring 
speed service to all parts of the country 

Our complete service to Agents—Our Adaptable Policy Contracts—Our Liberal Agency Contracts 
combine to make a connection with us the ultime. ? 


MISSOURI STATE LIFE INSURANCE COMPANY 


M. E. SINGLETON, President 
HOME OFFICE: SAINT LOUIS 





Our Expansion Program calls for Big Leaders to Organize New 














Territory. Negotiations Invited. Address Agency Department. 
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LIFE INSURANCE PROSPECTS BRIGHTER 


Companies in Various Parts of Country Report Business Picking Up 


LAPSE RATIO GENERALLY NOT ALARMING 


New Business Showing Effects of Crisis Through Which Country Has Been Passing 


A somewhat better situation in the life in- 
surance business is indicated in the letters 
from the heads of companies in different parts 
of the country printed in this issue of THE 
Spectator. Most of the companies report only 
a small falling off in business, a not alarming 
increase in lapses, and no likelihood of a return 
to the 1914 level. A number of companies are 
hopeful that the business for the next six 
months will equal that of the same time last 
year. Conditions in the South appear to be on 
the mend. A number of letters were published 
last week, more will follow next week. 


LAST THIRTY DAYS BETTER 


[To the Editor of THe Spectator] 

Seg to acknowledge receipt of yours of the first. 

Answering your questions, business has improved 
considerably within the past thirty days. 

Lapses are heavy. 

New business for the first five months of this year 
was about fifty per cent off from that of the same 
period of last year. From the present indications, it 
looks now as if June would give to us the same volume 
of business as June, 1920. 

For the first five months of this year our business 
ran about like the same period of 1914, except in May 
we produced about thirty per cent more; and if the 
business we receive for June is what is now indicated 
we will show a fifty per cent increase in that month. 

We believe that for the remaining part of the year 
the business will equal or exceed that of the last 
six months of 1920. 

Witmer L. Moore, President. 

Southern States Life Insurance Co., Atlanta, Ga. 


‘ 

BELIEVES CONDITIONS TO BE IMPROVING 

{To the Editor of Tue Spectator] 

Your favor of the 1st received. I beg to reply to 
your questions as follows: 

“How are conditions in the territories covered by 
your company now?” 

Ans.—Reasonably favorable and improving. 

“To what extent have lapses increased?” 

Ans.—The lapse ratio for the. first four months of 
the year was 4.69 per cent as against 2.93 per cent 
for the year 1920. The lapse ratio was not as large 
as it was for the years 1913, 1914, 1915 and 1916, 
however. 

“Do you see a marked falling off in new business 

Ans.—Up to date, yes. 

“What was the volume of business written by your 
company for the first five months of 1921 compared 
with the same period last year?” 

Ans.—Our paid-for business for the first five months 
of 1920 was $74,653,962; and for the first five months 
in 1921, $48,.276,839. 

“Do you think that the life insurance business is 
returning to the 1914 level?” 

Ans.—No; our paid-for business for the first five 
months of 1914 was $23,063,398. 


2” 


“Will, in your opinion, the business for the re- 
mainder of the year equal that done for the same 
period of last year?” 

Ans.—I think it will so far as this company is con- 
cerned. Our business in 1920 began to decline rapidly 
in August, and this decrease continued during the 
balance of the year. I believe that the reverse will 
be true in 1921 and that the business will increase 
gradually from this time on, instead of decreasing as it 
did last year. 

Hoping the above will give you the information 
desired, I am, 

Attan Waters, Second Vice-President, 
Union Central Life Insurance Company. 


REPORTS TEN PER CENT DECREASE 


{To the Editor of Tne Specrator] 

Answering the questions contained in your letter of 
June 1, we find conditions good in the territory covered 
by the Wisconsin National Life Insurance Company. 

Lapsation has increased ten per cent. 

There is some falling off in new business, but it is 
not heavy. 

We have issued just $168,428 less business in the 
first four months of 1921 compared with the first 
four in 1920. 

The decrease is about ten per cent. 

We think business is slowly moving toward the 
1914 level, but believe eventually a higher level will 
be established and maintained. 

Indications with us are that the remaining months 
of 1921 will just about equal in production the cor- 
responding months of 1920. 

C. R. BoarpmMan, President, 
Oshkosh, Wis. 


Wisconsin National, 


SLIGHT IMPROVEMENT IN THE SOUTH 


{To the Editor of Tur Spectator] 

We are in receipt of your letter of June 1, making 
inquiry as to the record of our company this year 
as compared with the first five months of last year. 

There is a slight improvement in conditions covered 
by our company since the first of the year. We are 
operating in eleven Southern States. 

Our lapses as compared with last have in- 
creased about fifty per cent. There has been a falling 
off in new business writing of about twenty per cent. 
Our net gain in insurance in force since the first of 
the year is about three and a half million dollars. 
We do not believe that our business for the last half 
of this year will compare favorably with the last half 
of 1920. Our gain in insurance in force in 1921 
will be about one-half the gain we made last year. 
This is based on our business as a whole, which con- 
sists of industrial health and accident business, in- 
dustrial life and ordinary. The industrial life depart- 
ment was started about eighteen months ago and has 
enjoyed a very satisfactory growth this year and it 
would now seem that this department will more than 
double what it did last year. 

A. M. Burton, President, 
Life and Casualty Insurance Company 
of Tennessee. 


year 
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ITEAVY GAIN IN NEW BUSINESS OVER LAST 
YEAR 
[To the Editor of THe Spectator] 

We reply to your inquiry of June 1, addressed to 
G. S. Nollen, vice-president. 

Good business conditions are indicated in all of the 
thirty-two States in which this company does business, 
on the basis of the increased business which is shown 
throughout our territory as compared with last year. 

Our lapses are slightly less proportionate this 
year than last. 

Our new business production shows a gain of ap- 
proximately twenty-five per cent for the first five 
months of this year as compared with the first five 
months of last year. 

Our total production for the first five months of 
this year amounts to $58,000,000 as compared with 
$46,000,000 for the corresponding period of 1920. 

There is nothing in our business to indicate a re- 
turn to pre-war levels as far as production is con- 
cerned. In our opinion, our business for the last half 
of the year will exceed that for the first half of the 
year. 

B. R. Mitts, Publicity Manager, 
Bankers Life Company. 


NEW BUSINESS STEADY—27 PER CENT 
LOWER 
[To the Editor of THe Spectator] 

Upon my return from a business trip I found your 
letter asking certain questions in regard to our busi- 
ness. I will take pleasure in answering these questions 
as they are asked. 

1. How are conditions in the territories covered by 
your company now? 

With general conditions you must be as well ac- 
quainted as are we. So far as our insurance condition 
goes, however, our agency force as a whole seems to be 
optimistic. 

2. To what extent have lapses increased? 

Twenty-three per cent over 1920. 

3. Do you see any marked falling off in new busi- 
ness? 

Not to any marked degree. 
be now on a steady basis. 

4. Volume of ordinary business written by our 
company the first five months of 1921 gross. 

$64,400,000; last year, $88,400,000. This also an- 
swers your question as to how much the business has 
increased or decreased. The business of the entire year 
so far seems to be maintained steadily at an average of 
ahout 27 per cent less than last year. 

5. Do you think that the life insurance business is 
returning to the 1914 level? 

No. It seems resting at a higher level. 

6. Will, in your opinion, the business for the re- 
mainder of the year equal that done for the same 
period of last year 

I should like to be excused from making any pre- 
diction on that point. All predictions are the merest 
guess-work and founded on faith and hope. 

W. L. Crocker, Vice-President, 
John Hancock Mutual Life Insurance Company. 


The production seems to 


NEW BUSINESS FALLING OFF 

[To the Editor of Tur Spectator] 
Replying to your letter of June 1, the condition over 
the Southeastern States in which we operate is rather 
bad just at this time. There seems to be very little 
ready money available, and for that reason lapses are 
heavier and new business has fallen off. Our total 
new business paid for in 1921 for the first five months 
is $5,138,000 as compared against $5,993,000 for the 
first five months of 1920, the decrease being 14.3 per 








cent. Our decrease in gross business received—not 
paid for—is considerably greater, approximately 25 per 
cent, 

No, we do not think the life insurance business will 
return to the 1914 level, but it will be considerably 
below the records for 1920 for some time. 

No, we do not think the business done for the re- 
mainder of this year will be equal to that for the same 
period of last year. 

E. Leon Porter, Secretary and Actuary, 
Volunteer State Life, Chattanooga, Tenn. 


INSURANCE MUST BE SOLD 


[To the Editor of THe Spectator] 

Replying to your query of June 1, I beg to advise 
that conditions generally in the territory covered by 
this company are not as good as last year. We, how- 
ever, have to report that no noticeable increase in 
lapses has come about. For the first five months of 
1921 we show an increase of approximately 25 per 
cent in issued business over 1920. We do not expect 
our business to return to the 1914 level. However, we 
are convinced that there is no longer a buyers’ market 
and that life insurance will have to be sold. 

As to our opinion of whether or not the business 
done in the remainder of this year will equal that done 
for the same period of last year, we can only say that 
we are not at all pessimistic as to the outlook. We 
showed a slight falling off for the month of May over 
May of last year, but business seems to be picking up 
again so far this month. 

We note an abnormal increase in policy loans. 

A. H. Ruopes, President, 
Two Republics Life, El Paso, Texas. 


APRIL AND MAY BETTER MONTHS 


[To the Editor of THe Spectator] 

We have your letter of June 1 asking our ex- 
perience for the first five months of the year and our 
opinion of the prospects for the balance of the year. 

It might be well to preface our statement by saying 
that we write business in only five States: - Iowa, Kan- 
sas, Missouri, Ohio and Pennsylvania. Also a great 
deal of our business is written in rural communities 
and amongst farmers, 
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Conditions have been very unfavorable for the first 
five months of the year, especially in the rural dis- 
tricts of Iowa, Kansas and Missouri. This has been 
in part due to the bad condition of the roads in the 
rural communities owing to a mild winter. It seems 
more greatly due, however, to the money stringency 
and the inability of rural banks to take care of their 
customers. Our city business has held up well. 

Lapses have increased approximately one-half of one 
per cent on a total of approximately $5,000,000 more 
insurance in force than in 1920. 

There was a marked falling off of new business for 
the first three months of the year, but in April and 
May we have written approximately as much as in the 
corresponding months of last year. 

The volume of new business written for the first five 
months of 1920 was $5,053,000, and for 1921 $4,516,- 
000. The decrease has been $537,000. 2 

We do not think that the life insurance business is 
returning to the 1914 level on account of the tre- 
mendous education of the American people to its 
value since that year. 

We do not expect business for the balance of the 
year to equal that of last year until the farmer has 
reaped and sold his crops and the money situation in 
the rural communities is relieved. 

J. A. Braypon, Manager of Conservation, 
Royal Union Mutual Life, Des Moines. 


LAPSE INCREASE VERY HEAVY 


[To the Editor of Ture Specrator] 

Replying to your circular letter of the 1st in regard 
to business conditions, first, I cannot tell just to what 
extent our lapses have increased, except to make a 
general statement that they have increased very heavily. 

Second, I do not suppose you wish group figures in- 
cluded in this discussion. Our regular life business 
from our agents is slightly ahead of that of last year. 
We do a considerable reinsurance business, which is 
about 60 per cent of last year, and, as a matter of in- 
terest, the group is about 60 per cent of last year. 

What might be called our regular business—that is, 
the agency and reinsurance from other companies—is 
about 90 per cent of that of a year ago. 

For the first five months of the year our agency 
business was: 1920, $34,074,842; 1921, $34.522,640. 
The total business, excluding group, is: 1920, $49,- 
830,663; 1921, $44,376,987. 

These figures will answer the next question, and as 
to whether I think that life insurance business is re 
turning to the 1914 level I can answer positively “No.” 

As to the business for the remainder of the year, IT 
should consider it extremely doubtful if it runs as 
heavy as for the same period last year. 

I see I have omitted your first question as to condi- 
tions in the territory covered by the company. That is 
a very general question. Perhaps the best answer I 
can make is the same as any other company would 
make: Economically, conditions are extremely slow 
and depressed. Insurancewise they are so remarkably 
good, comparatively speaking, that it seems to me to 
be the strongest proof that we could possibly have of 
the great belief of the people in general in the absolute 
necessity of life insurance protection for various pur- 
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poses which has had such a tremendous development 
in the past three years. 
G, E. Butkuey, Vice-President, 
Connecticut General, Hartford, Conn. 


16 PER CENT INCREASE 
[To the Editor of THE Spectator] 

In answer to the questions contained in your letter 
of recent date, in the order in which they occur, wish 
to say: 

First, that in the proportion to the amount of busi- 
ness in force at the beginning of the year 1920 and at 
the beginning of the year 1921, the lapse ratio for the 
first five months of the year 1921 has been about 16 
per cent greater than for the year 1920. 

Second, there has been a marked falling off in new 
business issued as compared to the same period of 1921. 

Third, the amount of new insurance issued by this 
company for the first five months of 1920 was $2,125,- 
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948, and for the first. five months of 1921 the amount 
was $1,470,627. 

Fourth, the difference in the amount of new insur- 
ance issued for the first five months of 1921 as com- 
pared to the first five months of 1920 is about 30 per 
cent. 

Fifth, we do not believe that the insurance business 
will return for some time to the 1914 level, but do not 
believe that the next year or two years will equal the 
1919 and 1920 records. 

Sixth, we believe that the business for the remainder 
of the year 1921 will be better than has been shown 
for the first five months of the year, but we do not 
expect it to be equal to the 1920 record. 

Tuos. J. Owens, President, 
Century Life Insurance Company, Indianapolis, Ind. 


PREDICTS LITTLE IMPROVEMENT 
[To the Editor of THe Spectator] 
Replying to your esteemed favor of the 1st instant, 
I beg to advise that while conditions in territory cov- 
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ered by our company are somewhat better, they are far 
from being anything like normal. The lapses on busi- 
ness for the first five months in this year have prob- 
ably increased over last year something like 33% per 
cent. Our new business is running at about the rate of 
50 per cent of last year. We do not expect but little 
improvement in results for the remainder of this year. 
Jurian Price, President, 
Jefferson Standard Life, Greensboro, N.C. 


SEES SLOW RETURN TO 1914 LEVEL 


[To the Editor of THe Spectator] 
Conditions in the territories covered by this company 
are slowly recovering to normalcy. Lapses have in- 
creased about 50 per cent, while there has been a fall- 
ing off in new business of around 50 per cent. Busi- 
ness for the first five months of 1921 is about 50 per 
cent of that of last year. The life insurance business 
seems to be returning slowly to the 1914 level. The 
business for the remainder of the year is not likely to 
equal that done for the same period last year. 
A. T. Bennett, President, 
Des Moines Life & Annuity Insurance Company, 
Des Moines. 


AGENTS HAVE TO WORK HARDER 


{To the Editor of Tue Spectator] 

In regard to your questionnaire of June 1, as far as 
this company is concerned our agents report without 
exception that it is harder work to sell policies at this 
time than it was a year ago, and that practically no 
one has been ready to purchase when first approached. 

The lapsed showing for 1921 so far has been almost 
double what it was the same period a year ago. New 
business for this year so far is only about 90 per cent 
of what was written the corresponding period last 
year, and many of our best agents are having con- 
siderable difficulty in making any showing at the 
present time, 

It is not our belief that life insurance is going back 
to the 1914 level, but we do believe that it will be at 
least five years before the companies will again write 
as much business as was written in 1920. Business 
the balance of this year should be better than it has 
been for the first five months, although it is doubtful 
if it holds up to the same period of last year. 

R. R. Lounssury, Secretary, 
Union Life & Accident, Lincoln, Neb. 


ONLY SLIGHT LAPSE GAIN 


[To the Editor of Tue Spectator] 

Replying to your circular of June 1 concerning busi- 
ness conditions for the first five months of 1921, this 
company secures a large percentage of its business 
from the rural districts of the State of Wisconsin. 
Wisconsin, as you know, is a dairy State, and we be- 
lieve that dairy farmers are less affected by the 
present prices and general shortage of money than 
other classes. 

Our lapses have increased considerably in volume, 
but only very slightly in rate. Increase in volume 
naturally comes from the large volume of business 
written in 1920. 

New business during the first five months of 1921 
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has been 13 per cent less than the new business of the 
corresponding months of 1920. 

We do not believe that the life insurance business is 
returning to the 1914 level. The business of both 
April and May of 1921 exceeded April and May of 
1920. 


Guy S. BrecHer, Secretary, 
National Guardian Life, Madison, Wis. 


TERRITORY CONDITIONS BAD 


(To the Editor of Tue Spectator] 

In answer to your letter of June 1, I will endeavor 
to give you briefly an outline of the conditions in our 
territory. 

In Virginia we are suffering from some unemploy- 
ment, and the general relaxation in business which 
is characteristic of the country as a whole. Conditions 
are better in this State than in the State south of us, 
which constitute the larger portion of our territory. 
These States are largely dependent upon cotton and 
tobacco, and some sections entirely upon cotton, the 
prices are low, the people are demoralized, many of 
them are in debt, and the prospects for new business 
are very poor. 

Lapses have doubled in some of these sections, 
while on the average they are about fifty per cent 
ahead of last year. 

There is a falling off of about one-third in the 
volume of new paid business. I do not believe that 
business is returning to the level of 1914, for I be 
lieve there is an increased appreciation of life insur- 
ance which was not effective at that time, and that 
this will have an influence upon the volume of busi- 
ness. 

I do not believe the the volume of business done by 
any company will equal that of last year unless they 
are increasing their territory. 

I am writing you frankly, and would prefer not 
having this answer published over my signature as it 
would naturally be somewhat discouraging to the 
agency organization, to which we have to preach more 
of optimism. 

A SoutHern Lire Insurance Company. 


(Continued on page 24) 
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LIFE INSURANCE AGENT 
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A $5,000 policy in the United Life and 
Accident Insurance Company guarantees 
FIRST, that in case of death from any 
cause, $5,000, the face of the policy, will 
be paid. 
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ACCIDENT, $10,000, or DOUBLE the 
face of the Policy, will be paid. 
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THREE TIMES the face of the Policy, 
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as a result of accidental injury, the Com- 
pany will pay direct to the Insured at the 
rate of $50 PER WEEK, during such 
disability, but not to exceed 52 weeks, 
after which the weekly indemnity will be 
at the rate of $25 PER WEEK through- 
out the period of disability. Can Insur- 
ance do MORE? And WHY should 
any man be satisfied with a policy that 
would do less? 


Annual Premium, Ordinary 
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Twenty Year Endowment. .. .$235.10 


United Life and Accident Insurance Co. 
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THE CENTRAL LIFE of Iowa “ENDOWMENT. at 
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and Double Indemnity: 
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protected by ‘Loan Insurance.” 
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Out of ten young men, only one is even partially self-supporting 
at age 65. The other nine are either dead or dependent on others 
for support, according to the American Bankers Association statistics. 
Life insurance is more than death insurance with the Central Life. 
Its complete line of policies adapt themselves to every Imsurance 
need. Write for copy of 

~ .f TRAC ‘ AT 

SPECIAL BUSINESS PROPOSITION 

(D) 
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ALERTNESS 





Successful Agent Full of New Ideas 
and Initiative 





SHOULD BE A GOOD LISTENER 





William Alexander in “The Prosperous 
Agent’’* Tells of Characteristics 


The successful agent is not slow, heavy, dull. 
He is quick-witted and alert. 

The agent who is a back number or a petri- 
faction may as well turn from life insurance 
and seek a sinecure elsewhere. 

The successful agent is not a creature of 
habit. He does not adhere to hackneyed plans, 
or get into ruts, or imitate the obsolete methods 
of those who have outlived their usefulness. 

He is fresh, original, ingenious, creative, con- 
stantly experimenting with some novelty, 
always ready to adapt his methods to ever- 
changing conditions. 

He has initiative. He not only has new ideas 
but he loses no time in putting them into prac- 
tice. 

He knows that if he is not fresh, original, 
interesting, he will tire or bore those with 
whom he has to deal, and will become a miser- 
able failure. 

The morning paper is stale in the afternoon. 
Cold storage turkey has little flavor. Canned 
goods lack freshness. 

The skillful agent is a good listener, and 
talks as little as possible; but he thinks more 
rapidly and accurately than the people whom 
he bends to his will. 

He knows that celerity is often as important 
as skill in writing an application—as it is with 
the surgeon who has a capital operation to per- 
form. 

He is always ready for surprises—but is 
never surprised. And he has an answer on the 
tip of his tongue for every question, objection, 
or complaint. 

Human beings have been divided into two 
classes—“the quick and the dead.” The success- 
ful agent is not in the second of these classes. 

You would think me very stupid if I should 
try to talk in English to a Frenchman who 
knew only his own language. And yet many 
agents use words and phrases habitually which 
their clients cannot understand. Even the 
terms most constantly used and most familiar 
to insurance men may be misunderstood by 
laymen unless they are explained. For ex- 
ample, the word “premium” is ambiguous, but 
the word “deposit” is not. The word “divi- 
dend” is even more ambiguous, and misleads 
the layman until he is told that it is in the 
main a return premium, or refund. If you tell 
a man that he can sell his policy for so much 
to the company, he will understand you better 
than if you talk about its surrender value. 
You may be understood if you talk about the 
insured and the beneficiary, but your statement 
will be clearer to most people if you refer to 
the person on whose life the insurance de- 
pends and the person to whom the money will 





* Published by The Spectator Company. 
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be paid on the maturity of the policy. The 
agent must know all about paid-up values, 
standards, reserves, valuations, gross and net 
premiums, loan values, deferred premiums, ad- 
ditions, reductions, admitted assets, contingent 
liabilities, and adverse selection; but his client 
don’t know, and don’t care to know, anything 
about such matters. All he wants to know is 
that insurance is safe and sound; what it will 
do for him; how much he needs, and what he 
must pay for it. He depends upon the agent 
to select for him the policy that will best meet 
his needs, and to save him all trouble and an- 
noyance in obtaining it. Usually anything 
more than this will bore and bewilder him. 


Summer Not Time for Agent to Slacken Up 


George T. Dexter, second vice-president of 
the Mutual Life Insurance Company of New 
York, writing in the company’s service paper 
“Points,” sounds a timely note of warning to 
agents who might become easy victims of 
spring fever. Mr. Dexter says: 


The man who has passed through several sum- 
mers as a life insurance representative will not 
need this advice, but each year has many new 
workers who are liable to take as truth, upon 
mere hearsay, statements relative to our busi- 
ness which have only slight foundation in fact. 
One of these insubstantial dogmas says that 
business is always dull in the summer months 
“because everybody is away,” and the agent 





Seventy Successful Years 


The year 1921 marks the seven- 
tieth anniversary of our incorpo- 
ration. Ever since 1851 this Com- 
pany has been furnishing unex- 
celled life insurance protection at 
a low net cost. The $728,000,000 
row in force shows that the public 
appreciates the perfect service and 
square dealing it has always re- 
ceived from the Massachusetts 
Mutual. 


Joseph C. Behan, Supt. of Agencies 
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might as well ease off in his industry “until the 
vacation season is over.” This part-fact costs 
many a man many a dollar. True, vacations 
commonly are taken in the summer months, 
but very few business men are away from their 
offices all of July and all of August. They are 
fortunate who are released for even one full 
month. And the majority probably do not have 
more than two weeks for recuperation. So 
“everybody” is not away in the summer months. 
Offices are open, business is doing, executives 
are at their desks, the office force is busy, and 
there is a multitude of prospects available. The 
only safe prospect-rule by which the conscien- 
tious agent should order his work is that busi- 
ness is to be obtained every working day of 
every week and of every month in the entire 
year. Especially should there be no cessation 
or diminishment of activity in the summer 
which is now upon us. Following a period of 
inflation in business came a period of deflation 
and depression, and now we are well advanced 
in the period of restoration, in which the nation 
has found that faithful work is the price re- 
quired for a complete return to sound condi- 
tions. 


Successful Salesman Must First Sell Him- 
self 

In two ways must the agent sell himself if 
he would reach the top in salesmanship in our 
business, says J. L. Bablin of the International 
Life of St. Louis, who says: 

First, he must sell himself to the principle of 
life insurance, to its greatness and its incom- 
parable goodness as protection and investment. 

Second, he must sell himself to Time at the 
highest possible figure per second. 

In the first case, the process is almost entirely 
psychological. By constant study, thinking 
and reflection, the mind becomes enamoured of 
life insurance—learns to regard it so ardently 
that it can picture no other condition under 
which the people could be served so safely, so 
efficiently and so profitably. When that point 
has been reached the agent may be said to have 
sold himself to the business. That being settled, 
the next step is to sell himself to Time—as he 
owns it, as it is at his disposal. 

Time is dished out to us in points so small 
that we are prone to undervalue the fractions. 
Speak about a day, or a month, and we realize 
its fairly long span and value when properly 
used; but speak of a second, or a minute, and 
we consider it scarcely at all as an important 
part of the day. When you can look upon sec- 
onds and minutes as bearing the same relation- 
ship to you as cents and dimes bear to dollars, 
then you have sold yourself to Time. 

When you have made those two primary 
sales you are on the road to big success in life 
insurance. 


Ease Up on Aspirin 
Excessive use of drugs is harmful. 
is a drug. 
The public at large has been using more and 
more aspirin in the growing belief that it is a 


Aspirin 


sort of cure-all for petty aches and pains. 

Dr. C. H. English, medical director of The 
Lincoln Life of Lincoln, Neb., calls attention 
to the harmful effects of the unrestrained use 
of aspirin tablets. 

It has been quite noticeable how many, upon 
the slightest pretext, such as a headache or a 
pain in the muscles, by many termed rheuma- 
tism, will immediately resort to the use of ° 
drugs, such as aspirin. 

The use of these drugs only makes the 
real condition temporary and does not cure. 
Therefore, the free use of any of these drugs 
is to be discouraged; they should be used only 
under the direction of a physician. 

Temporary headaches are frequently relieved 
by two or three glasses of hot water or hot 
lemonade, or a change in the general physical 
condition through a little brisk exercise. 


—The American Life Convention, which now has 
136 company members located in thirty-eight States, 
reports that at the end of 1920 its membership had 
$8,066,803,158 of insurance in force. The annual 
meeting will occur at Indianapolis, October 5, 6 and 7. 
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Hard Times Caused Agents to Rebate to 
Get Business 


By Dr. ALBERT EHRENZWEIG 


Chief of Insurance Department, Vienna 


The evil of an agent’s allowing part of the 
commission to an applicant is international. 
It is well known that the State of New York 
was the first State that tried to eradicate this 
abuse through legislation against “discrimina- 
tion” and special consideration of all kind, in- 
cluding, therefore, also against “any rebate of 
premium” (§89 Insurance Law and §1200 
Penal Law). Heretofore no State in Europe 
had followed the American example and neither 
the “Anti-Rebate Agreement” of the insur- 
ance companies among themselves, nor the 
prohibition to the agents, has been able to eradi- 
cate this evil. 

Now, the new Austrian Republic has fol- 
lowed the American example and promulgated 
a special law which, on January 27, 192I, was 
unanimously sanctioned by the National As- 
sembly. This law is an important element 
among the measures taken by the Government 
to relieve the life insurance business, the man- 
agement expenses of which have increased 
enormously during the period of extraordinary 
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economic conditions. One group of such 
measures is meant to release and make avail- 
able for management expenses the “silent re- 
serves,’ accumulated during good _ times, 
through the net method for calculating pre- 
mium reserves. A second group of measures 
is meant to prevent a further increase in ex- 
penses. The new law appertains to that second 
group. It is based upon the following argu- 
ments, which the author, as representative of 
the Government, used when proposing the law 
and now takes the liberty of quoting. 

The commission (on the first premium) is 
the remuneration that the agent receives for 
his efforts in securing the insurance in each in- 
dividual case. He may divide this remunera- 
tion with anyone who assisted him in securing 
the insurance. But the applicant (the person 
taking the insurance) is not an assistant of the 
agent, but the object (aim) of the activity of 
the agent, who in such case must not be de- 
prived of his remuneration. Therefore the ap- 
plicant for insurance cannot, in any way, be 
considered as an agent of the agent, in the mat- 
ter of his (the applicant’s) insurance and can- 
not be remunerated by the agent. Hence there 
is a complete absence of any action by the ap- 
plicant that would allow any remuneration. 
Furthermore, every applicant for insurance 
must realize that the agent has nothing that he 
may give away as a “present.” He must un- 
derstand that ‘the fixed rates of commission 
were calculated by the insurance companies in 
such a manner that they may be borne by the 
premiums and at the same time insure to the 
agent a decent living, provided he exercises the 
required energy (in such terrible times as the 
present, in Austria, the agents are barely able 
to sustain life). The commission is calculated 
only as remuneration for the agent personally, 
and is therefore unable to bear the burden of 
any rebate to the applicant. If an agent has to 
allow part of his commission to an applicant he 
will be compelled, in order to maintain his nor- 
mal income, to secure a great deal more of in- 
surance and by virtue of such extraordinary 
efforts may be tempted to secure business 
through unfair means, unauthorized promises, 
etc. The applicant to whom the agent offers 
part of the commission must therefore under- 
stand that the agent, in his craving for business, 
is offering him something that ordinarily he is 
unable to afford. Now, since the public has 
become acquainted with this practice, it has be- 
come the rule that an applicant simply demands 
part of the commission and dickers with the 
agent as to the amount of such rebate. And in 
this case he applies a certain duress by citing 
the competition from other agents and thus 
exploits the situation for his own benefit. In 
every such case the applicant is acting “against 
good morals (“contra bonos mores’’). 


Not OrFENsSE AGAINST MoraLs 
However, the courts have held that the giving 
away of part of the commission is not an 
“offense against good morals.” In 1912 the 


Supreme Court of Vienna decided against the 
judge of a lower court in a lawsuit brought by 
an applicant against the agent for payment of 
one-half (!) of the ccmmission promised to 
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him “that no applicant would have any pangs 
of conscience on accepting from an agent 
promises of such nature; it would be just as 
natural as, when buying an article, he would 
endeavor to purchase it at as low a figure as 
possible.” “If the claim of ‘duress’ brought 
forward by the agent had a real legal meaning,” 
adds the Supreme Court, “all increases in 
prices would likewise have to be prohibited, as 
in such cases one of the parties may be greatly 
oppressed and damaged, a condition the realiza- 
tion of which is undoubtedly still very distant.” 
So much for the year 1912! To-day this “very 


distant” is a thing of the past; our penal laws — 


against “profiteering” are plentiful, one more 
severe than the other. 

The aforesaid legal decision has admitted the 
legality of the granting of rebates so long as no 
“specific decree has been issued, applying as 
well to the applicant, prohibiting such practice.” 
The new law has covered this point. It does 
not solely apply to life insurance, but to all 
branches of insurance, without distinction. The 
Government has rejected the request of the in- 
demnity and accident insurance companies that 
this law should not apply to their concerns. 
While it is true that these evils are greater in 
the life insurance branch, the economic con- 
siderations for such law apply to all branches 
of insurance, tf they are just (correct). The 
indemnity and accident insurance companies 
put up the claim that their premiums are elas- 
tic, a feature that is denied to life insurance, 
and therefore admit an increase in the rate of 
commission, and this extra expense is passed 
on to the public in the form of higher pre- 
miums. This is the very reason why it should 
not be granted. The reduction of management 
expenses, which have increased incredibly, 
thereby steadily increasing the premium, is a 
necessity to which all branches of insurance 
have to bow. 

No. 1 prohibits the agent “to allow to the 
applicant any gain (advantage) either directly 
or indirectly out of the commission due the 
agent.” This general phraseology is intended 
to forestall any possible avoidance of the pro- 
hibition by the introduction of intermediaries, 
or by disguising the rebates by granting advan- 
tages in some other form. This provision cov- 
ers not only the promise of a rebate, which has 
now become null and void by express legal pro- 
hibition, covered by the civil code, but also the 
direct payment of a rebate, without prior 
promise. For the second case, however, a 
further provision is required. 

No. 2 permits the respective insurance com- 
panies “to demand the payment of the premium 
in cash or in its equivalent, together with legal 
interest from the due date of the premium, 
from the applicant and insurance agent direct” 
and not only the return of such payment, be- 
cause the agent may have allowed a rebate in 
some form other than part of the cash commis- 
sion. The legislature has based its decision 
upon the possibility that thereby the insurance 
company may be deprived by the agent of some 
consideration which the latter has allowed to 
the insured under the guise of a commission. 
In order to insure this claim the agent and the 
applicant are to be considered as business part- 
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ners and jointly liable (in equal degree) even 
though a third party may have intervened. 
These provisions of the civil code are amplified 
in Section 3 by prescribing penalties for the 
agent that violates the provisions of Section 1, 
for the applicant or any third person who may 
induce, or attempt to induce, the agent to vio- 
late these provisions; this penalty may be as 
high as three times the amount of the commis- 
sion due to the agent. 

It was clear to the lawmakers that neither 
the right of the company to demand direct pay- 
ment nor the penalties prescribed would hardly 
ever become of practical effect, because any pri- 
vate arrangement between the agent and the 
applicant would remain concealed from the 
company. But, after all, it is not so much a 
question of practical effectiveness. The new 
law will have fully done its duty when a com- 
pany may quote its provisions to an agent re- 
questing a higher commission or to an honest 
agent whenever an applicant demands a rebate. 

The report of the Government regarding the 
draft quoted the American law and the useful 
results obtained from it. Perhaps other coun- 
tries will follow the example, as life insurance 
everywhere suffers from this “giving a rebate,” 
although other nations better situated eco- 
nomically than Austria may feel it less. 





The Art of Selling 

“Provident Notes,” issued by the Provident 
Life and Trust Company of Philadelphia, re- 
cently referred to John S. Tunmore’s new 
book, “The Art of Selling,” and after citing 
numerous commendations of it from well- 
known life insurance men it said: 

There is a heartiness about these commenda- 
tions which is as agreeable as it is unusual 
We congratulate Mr. Tunmore upon having de 
served such praise. He has written a valuable 
book. By reason of the hard work put upon it, 
it is easy to read; it is doubly forceful because 
it is simple and untechnical, and therefore un- 
derstandable. Such a hook could not have been 
written by a man without practical experience 
and common-sense knowledge of canvassing 
problems. 

Fraternity Endowments 

W. L. Thompson, of the Detroit Agency 
of the Mutual Benefit Life Insurance Com- 
pany of Newark, N. J., recently closed a very 
creditable piece of business in connection with 
one of the fraternities in the University of 
The subject of endowing the fra- 
ternity came up and Mr. Thompson was in- 
vited to dine with the fraternity men and after- 
wards explain to them how this might be ac- 
complished. The result was that they were 
sold on the idea of each member taking a $500 
policy on his life, paying the annual premiums, 
making the fraternity the beneficiary absolutely 
without right to change and assigning all his 
rights to the fraternity. 

The policy sold was the ordinary life ac- 
celerative endowment. A clause has been in- 
corporated in the by-laws of the fraternity 
providing that each year the new class entering 
shall take out a like amount of insurance. 
Only one member of the class was unable to 
pass the examination, the thirty policies having 
been received and delivered. 


Michigan. 
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(Continued from page 19) 
MORE NOTES TAKEN NOW 


[To the Editor of THe Spectator] 

Your letter of June 1, addressed to President Mc- 
Namara received, and handed me for reply. 

The conditions in our territory as a general rule 
are good. The agencies located in cities do not re- 
port any undue hardships in securing life insurance 
in comparison with that of last year. However, the 
country agencies have reported, because of the short- 
age of money, that they are compelled to take more 
notes in settlement of premiums than last year. 

In regard to lapses, we have not noticed any ap- 


preciable increase over that of last year. Our new 


business has fallen off slightly, but it is my opinion - 


that the educational value of the war and influenza 
epidemic has had a marked effect upon the public and 
that life insurance will not return to the 1914 level. 
We are very optimistic in regard to the latter half of 
this year, and it is our opinion that the next six 
months will show new business equal to the same 
period during 1920. 
Paut McNamara, Asst. Supt. of Agencies, 

North American Life Insurance Company, Chicago. 


BUSINESS GOOD AMONG THE FARMERS 


[To the Editor of THe Spectator] 

Replying to your favor, we are licensed in Ohio, 
Indiana, Illinois Missouri and Iowa. These are agri- 
cultural States. We write ninety per cent of our 
business on farmers. 

The farm prices of farm products have been for 
some months from forty per cent to twenty-five per 
cent of the prices of the year previous. The prices of 
the most important farm products in our territory 
have been about thirty per cent of the prices of the 
year previous. As a result farmers have been de- 
pressed mentally and many of them have been hard- 
pressed financially, especially as the majority of the 
country banks cannot extend further credit. 

Nevertheless the only month in which lapses were 


above the normal was January of this year. During 


the past two months we have renewed more than 
eighty per cent of the 1920 business. 

April of this year was the largest month in the 
history of this company up to that time. The applica- 
tions received amounte dto forty-four per cent more 
than during April of 1920. 

May, 1921, exceeded April a little, but the applica- 
tions received during that month were only thirty- 
eight per cent greater than during May of last vear. 

The business written by us during the first five 
months of this year is twenty-eight per cent greater 
than during the first five months of last year. 

March of this year was somewhat of a disappoint- 
ment, due to the extremely bad roads and weather. 
The applications received during March scarcely 
equaled those received last year. 

As we write our business among farmers, the 
weather and roads have a big influence. I doubt if 
we ever return to the 1914 level. 

We expect to write twenty-five per cent more busi- 
ness during the remainder of this year than we wrote 
during the corresponding part of last year. However, 
what we can do will depend on crops and prices. At 
this time crop prospects are good in our territory, and 
apparently the bottom of prices for farm products 
has been reached. 

Joun M. Staut, President, 
Farmers National Life Insurance Company 
of America. 
1 
FROM A FORMER PRESIDENT OF THE AMER- 
ICAN LIFE CONVENTION 
{To the Editor of THe Spectator] 

For the reason which probably prompted your in- 
quiry of June first, I have taken a lively interest in 
the trend of business the first five months of 1921. 
Therefore, I am pleased to reply to your questions, 
in a somewhat general way. 

The trade readjustment as a whole moved west 
over the United States in the manner of a wave. ~The 
entire country was not affected at one time. The 
Middle West and West continued in flush prosperity 


for some time after the readjustment had actually 
made itself felt in the Eastern business centers. And, 
when it had reached the Pacific Coast, which was only 
a short time ago, the extreme East had already begun 
to show signs of revival. 

The business of the National Life of the U. S. A. 
is placed in forty States of the Union. So, naturally, 
this company did not feel the rapid falling off of 
business, which must have been experienced by com- 
panies deriving their production from any concen- 
trated territory. 

Lapses have increased somewhat more than twenty 
per cent over the same period of last year, which 
I attribute not merely to a tight money market, but 
to the fact that a substantial portion of 192@ business 
was written in anticipation of a continuance of large 
incomes, which, of course, this year did not material- 
ize. There has been some recession in business, but 
May was the second largest month in the history of 
the company. This year’s production to date is hardly 
ten per cent less than that for the same period of 1920. 

It is my opinion that business for the remainder of 
the year should equal that for the same period of 
1920 for two reasons: The last half of 1920 showed 
radical decrease with all companies, and we were on 
the down grade, with the worst yet to come. The last 
half of 1921 should find us through the worst of the 
readjustment, we should be on the up grade, and for 
that reason I am satisfied that the best part of this 
year will be better than the worst part of 1920. 

I do not think that the life insurance business will 
return to the 1914 level. To-day we have the moral 
support represented by the billions of life insurance 
in force that was not on the books in 1914. The 
need for life insurance hass become so fully recognized 
by the insuring public that it may be defined as a 
standardized need. Just. as the average man is in the 
habit of taking out fire insurance when he buys a 
house, he now turns to purchasing life insurance to 
fill needs properly covered by that form of protec- 


tion. Then, too, we have a higher grade of represen- 


(Continued on page 31) 
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former level. .\ number of companies, however, filed 
separate schedules with the Department in which the 
investments were shown at their actual market value 
at the date of filing. ‘This was done on the theory 
should not take financial 
non- sistent. Mr. Untermycr 


that they credit in their 


stetements for values 
also states that there are no restrictions as to invest- 
ments. There are very narrow restrictions with re 
spect to a company’s minimum capital and with its de- 
posits with the State Department; all other funds be- 
yond its minimum capital and deposits must be invested 
in evidences of debt of solvent corporations, in real 
estate, bond and mortgage loans or in capital invest 
ments. Real estate investments are limited under 
the insurance law to property deemed requisite for the 
convenient accommodation in the transaction of the 
business. This statute was u.:doubtedly enacted for 


the reason that it was generally recognized that a 
sho.ld not tie up any great 


could not 


fire insurance company 


amount of its assets in property that 


readily be sold in the event of a conflagration to pa 


unusual losses. It was on this theory that the in- 


vestment in any great amount in mortgages was not 
favored, great difficulty being found in realizing 
prompt return when needed in the event of confla- 
eration, when the companies hed to have large cash 
resources to pay losses. 
AVERAGE EARNING SMALL 

Mr. Untermyer attempts to show by a comparison 
of the original investments of various fire insuranc¢ 
companies with their present worth that tremendous 
profits have been made by these companies, whereas 
the fact is that in the case of the Continental Insur- 
ance Company the original investment of $1,400.000, 
if invested at 614 per cent interest (compounded an 
nually) for the period since that money was put into 
the company would exceed the present liquidating 
value of the company plus the cash dividends since 
organization. This same result would obtain with 
practically all of the fire insurance companies. 


1920 Insurance Business in Alabama 

June 11, 1921, Hon. A. W. Briscoe, Insurance 
Commissioner of Alabama, has filed a pre- 
liminary report of insurance transactions in 
Alabama during the year 1920. 

The report shows that life companies had in 
force on December 31, 1919, $311,921.611. Dur- 
ing the year 1920, insurance was issued amount- 
ing to $106,961,877, while terminations amounte 1 
to $35,242,762, leaving insurance in force De- 
cember 31, 1920, of $383,639,660. Losses paid 
totaled $3,215,711, and premiums collected, 
$11,905,559. 

The report also shows that United States 
fire insurance companies wrote $375,199,576 
net risks during the year, foreign companies 
wrote $134,530,604 net risks during the year, 
total, $509,739, 180. 

Net premiums received by United States 
fire companies amounted to $5,425,960, net 
premiums received by foreign companies, $2,- 
154.028, total, $7,589,907. 

Net losses paid by United States fire com- 
panies amounted to $1,977,566, net losses paid 
by foreign companies, $732,311, total, $2,720,- 
877. 

Executive Committee Meets To-Day 

The executive committee of the National 
Board of Fire Underwriters will meet to-day. 
The meeting was called two weeks earlier than 
usual by President John B. Morton of Phila- 
delphia presumably to consider the develop- 
ments of the recent inquiry into fire insurance 
by the Lockwood committee. Whether or not 
any action will be taken by the National Board 
and what the nature such action might take 
is a matter of considerable speculation among 
the insurance public. 


COMMITTEE APPOINTED 


Exchange Takes Official Action on 
Agreement With Untermyer 


SPECIAL MEETING CALLED 


Large Attendance Indicative of General 
Interest in Progress of Lockwood 
Inquiry 
At a special meeting of the New York Fire 
Insurance xchange on Monday of this week, 
a special committee of seven was appointed to 
investigate the recommendations of the joint 
legislative committee on housing. The com- 
mittee, which has power to add to its numbers 
and ordered to make its report 
promptly, is as follows: Henry Evans, chair- 
man; Wallace Reid, C. G. Smith, F. C. Bus- 
well, Lyman Candee, H. R. Loudon and O. E. 

Schaefer. 

The meeting, which was called and presided 
over by President N. S. Barton of the Ex- 
change, was exceptionally well attended, prac- 
tically all the chief executives in the insurance 
business around New York being present. 
After a short discussion the resolution calling 
for the committee appointment was made. 
While the committee will undoubtedly make 
some recommendations it is doubtful whether 
any changes will be made that will seriously 


which is 


affect the conduct of the business. 

Later in the day Mr. Bartow gave out a 
statement which set out the agreement made 
with the legislative committee last week by a 
none of whom 
The agreement 


conference of underwriters, 
were officers of the Exchange. 
is set forth and commented upon on another 
page of THE SPECTATOR. 
Testimonial to Commissioner Donaldson 
frie insurance men did some real entertain- 
ing and also some very constructive insurance 
planning last week on Wednesday, June 8, 
when they closed up the town insurancewise 
and spent the day at business and pleasure with 
Thomas B. Donaldson, Insurance Commissioner 
of Pennsylvania, who with a party of four 
was visiting that city at the invitation of the 
underwriters there. 

After a tour of the city, luncheon at the 
Erie Yacht Club, followed by a short yacht 
trip on the lake, Commissioner Donaldson ad- 
dressed a meeting of the Fire and Casualty 
Agents at the Masonic Temple. In the evening. 
the Erie Life Underwriters Association gave 
a testimonial dinner to Mr. Donaldson at the 
Lawrence hotel. 


Printing Ink Hazards 
There recently occurred a fire in the plant of a 
printing ink company in New York city, which draws 
attention to risks of this class. As to “Ink (printing 
ink),” “Fire Insurance Inspection and Underwriting,” 
by C. C. Dominge and W. 0. Lincoln. published by 
The Spectator Company, has the following to say: 
Ordinarily made of linseed oil, lampblack, soap a 
nut oils, dry colors. Japan. varnish and_ rosin oil. 
Manufacturing requires the use of grinding mills, 
mixers, calenders. kettles and furnaces. Ink mills 
usually consist of three calender rolls, steam-heated. 
one revolving in the direction opposite to those above 
and below. The paste is ground between the rolls for 
mixing and smoothing. A hard burner with heavy 
smoke. 
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WILL INVESTIGATE PILFERAGE 


Organization to Be Incorporated Under 
Laws of New Jersey 

The Marine Underwriters early this week 
reached a stage in their preparation of a cam- 
paign against theft and pilferage where it was 
to give to the their modus 
operandi, having been delayed in this intention 
by several mercantile organizations which are 
to participate in the work. The new organi- 
zation is to be known as “The Protective Asso- 
ciation, Inc.” It is proposed to form a mem- 
bership corporation under the laws of New 
Jersey for the purpose of investigating theft 
and pilferage losses and, in general, endeavor- 
ing to improve conditions of transportation and 
bring about reforms which will minimize the 
number and amount of such losses. 
poration will co-operate with the public authori- 
ties and also with the various transportation 
lines and, by centralizing the efforts of various 
insurance offices and trade bodies, is expected 
to be in a position to exert a powerful influence 
for the correction of the prevailing epidemic 
of theft and pilferage in the transportation of 
merchandise to and from this port. 

Members of the corporation (other than the 
original incorporators) will be elected or ad- 
mitted by vote of the board of directors; the 
members shall consist of a representative from 
each of the insurance offices subscribing to the 
support of the corporation, representatives 
from each of the trade bodies co-operating 
with it and such other persons as the board of 
directors may from time to’ time admit to 
membership. The board of directors of the 
corporation will be elected from the members 
and will consist of fifteen or such larger num- 
ber as may seem best. In view of the fact 
that the majority of pilferage and theft cases 
are covered by insurance in such a manner 
that the loss ultimately falls on underwriters it 
is proposed that a majority of the board of 
directors of the corporation shall consist of 
members who are representatives of insurance 
offices. The original incorporators shall be 
nominated by the insurance offices subscribing 
to the support of the corporation and by the 
trade bodies now co-operating with it who 
shall approve of this plan of organization. 


decided public 


The cor- 


Lumber Yards 

A few weeks ago THE Spectator called attention 
to the hazards of lumber yards, owing to the large 
number of recent lumber yard fires. Such a fire in 
New York city, which recently caused $100,000 loss, 
emphasizes the need of inspection of this class of 
As to lumber yards, Fire Insurance Inspection 
and Underwriting, by C. C. Dominge and W. O. 
Lincoln, published by The Spectator Company, says: 
_ Lumber Yards.—Inspectors shovld state whether it 
is hard or soft wood: note the height of piles, and 
whether piled soiled or with open spaces between, and 
whether piles rest on earth, shavings. sawdust or 
skids. He should note the aisle space, whether lumber 
exposes windows of mill or other buildings, prevail- 
ing winds, whether yard is fenced in. If near a 
steam railroad there is danger from sparks of loco- 
motives. Lumber yard fires are hard to fight. Serious 
exposure to surrounding properties. Rating bureaus 
add a charge for exposure to lumber if the mill ex- 
poses the lumber yard, wnless 100 feet distant. Fair 
insurance risks if soft wood. Good insurance if hard 
wood, 


risks, 


Errest Palmer, assistant genera] counsel for 
the National Board of Fire Underwriters, will 
pass the next few weeks looking after business 
on the Pacific coast. 
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Insurance in force, Dec. 31, 1919..... 
Written or renewed during year...... 


Less terminations. 


ORGANIZED 1910 
FINANCIAL STATEMENT OF 


RETAILERS FiRE INSURANCE CO. 


At the close of business December 31, 1920. 





OS ee ee ee eT $40,028,050.00 










Insurance in force, Sen, 31, 1920.. 
Less amount reinsured. orem 


Premiums 
$15,011,355.00 $188,872.88 
25,016,695.00 300,986.78 
$489,859 . 66 
18,147,350.00 226,201.13 
. $21,880,700.00 $263,658.53 
5,769,839 .00 87,330.62 





Net amount insurance “ Heneis December 
31, 1920 






















Mortgage loans on real estate. 
Liberty bonds. 


Cash in office and in banks. . 


Warrants owned. 
Interest accrued. 


eb. . os coos 
Book value of real estate. S6 
Supplies, printed matter and ‘stationery. 
Furniture and fixtures. .... 


October 1, 1920. 


Total. 


Losses in process of adjustment. . 
Standard re-insurance reserve. ... 


Other liabilities. 


Capital paid up... 
Surplus over all liabilities . ; ; 
Surplus as regards policyholders . 


Total. se iate tos 
SAVINGS PAID TO POLICYHOLDER 
OFFICERS 


$16,110,861 .00 
— ASSETS 


Marlow municipal building bonds. seen 7 ve ve ve ve ve = = ; : : : : : ; ae : : 
Premium balance eunipiegnean to ‘Oct. ‘31, 1920. 
‘NON-ADMITTED ASSETS | 


Agents balances representing “icin written ‘prior to 
Expense money advanced to ‘special agents. Senin a ie cc 


“" LIABILITIES | 


Funds held under re-insurance tre< aties. . : 


Total liabilities except capit a. RS oe er ens eee eg A 
$200,000.00 


108,073 .97 


SIN 1920....... 


$176,327.91 


$295,988 .62 
38,334.00 
33,000.00 
19,690.91 
15,644.85 
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5,732.70 
345,482.18 


$ 1,100.00 
1,189.54 
7,035.75 
1,978.97 
600.00 

$ 11,904.26 

$ 3,292.50 
88,151.51 
5,946.86 
3017.34 

$100,4U3a.21 


. $308,073.97 


$408,482.18 
$ 44,864.82 


1921 POCKET STATISTICS 
Relating to the Insurance Business 


Useful to Insurer and Insured 


THE SPECTATOR COMPANY 


Has issued its standard annual statistical publications as follows: 


THE FIRE INSURANCE POCKET INDEX, showing the condition of 
the principal stock fire insurance companies in comparative form 
for ten years. 

THE LIFE INSURANCE POLICYHOLDERS’ POCKET INDEX, 
showing the financial condition and business transactions of Ameri- 
can and Canadian life insurance companies in comparative form 
for five years. 

POCKET REGISTER OF LIFE ASSOCIATIONS, showing the condi- 
tion and business stipulated premium, assessment and fraternal 
associations ; comparative tables for five years. 

THE POCKET REGISTER OF ACCIDENT INSURANCE, showing 
the condition and business of stock and assessment accident in- 
surance companies and associations transacting personal accident 
insurance; comparative tables for five years. 

THE HANDY CHART OF CASUALTY, SURETY AND MISCELLA- 
NEOUS INSURANCE COMPANIES IN AMERICA, showing 
detail condition and business of about 100 companies transacting 
various classes of business in comparative form for ten years; 
also additional table listing 170 companies not writing multiple 
casualty lines, or whose operations are more limited, showing 
one year’s figures only. 

The above publications contain the statistics of the companies, compiled from 
official reports, and include the transactions of 1920. The tables are made up in con- 
venient pocket form, having serviceable manila covers, and are invaluable to insurance 


men of all classes for ready reference. These publications are frequently spoken of as 
‘Spectator Charts," and have become standard authority because of their trust- 
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Kansas Office, Ins. Bidg., Topeka. 
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worthiness and the convenient manner in which they are made up. 


PRICES 
In Manila Cover 5 cents 
In Flexible Pocketbook $1.25 


THE SPECTATOR COMPANY 


135 WILLiAmM STREET 
NEW YORK 
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PRIOR LIEN UPHELD 





Tennessee Insurance Department 
Wins Against Revenue Agent 





RULING BY CHANCELLOR STRICKER 





Question of How Order Shall Be Carried 
Out Under Advisement 

Stokes V. Robertson, Mississippi Revenue 
Agent, was the recipient of a knock-out blow 
last Wednesday afternoon when, contrary to 
general expectation, Chancellor Stricker 
rendered a decision immediately following the 
conclusion of the intervention proceedings, the 
chancellor holding that the Insurance Depart- 
ment had a prior lien of $140,000 on the gar- 
nished funds held in Mississippi, same to be 
applied towards payment of taxes due by 139 
fire insurance companies for the semi-annual 
period ending February 28, 1921. 

Clayton D. Potter and Chalmers Potter, at- 
torneys for the Revenue Agent, came into court 
the following morning with a motion seeking 
to direct how the order of the chancellor should 
be drafted. They were answered by Attorney 
General Robertson and George Butler, in behalf 
of the Insurance Commissioner, and by R. L. 
McLaurin and J. B. Harris for the fire com- 
panies. Practically the entire day was con- 
sumed in a discussion which brought out a 
mass of legal authorities. Chancellor Stricker 
took the matter under advisement; however, the 
fact remains, that regardless of just how thé 
order is drawn, specifying the manner in which 
the garnished funds will be paid over to the 
Insurance Department, that the department will 
get the money, unless the Supreme Court re- 
verses the decision of the chancellor, and the 
State will be saved a twenty per cent fee, 
which would have gone to the Revenue Agent. 

Judge Stricker rendered a verbose oral 
opinion, in which he held, first, that the pre- 
mium taxes required of insurance companies 
are not privilege taxes; second, that the taxes 
should be paid out of the impounded funds; 
third, that the claim should be filed by the In- 
surance Commissioner with the receivers, who 
will be directed to pay the $140,000 out of the 
half million dollars garnisheed funds now held 
by these receivers. 

There is a division of opinion among mem- 
bers of the Jackson bar as to whether or not 
Stokes V. Robertson, State Revenue Agent, 
can take an appeal from the order of Chancel- 
lor Stricker directing the receivers to pay over 
to the Insurance Department $140,000 taxes. 
The opinion seems to prevail that there is no 
right of appeal and that the chancellor will 
not grant a writ of supercedes, which is the 
only method by which the revenue agent can 
get the matter before the Supreme Court. 

Statements showing the amount of taxes 
due from each company have been filed with 
the three receivers, and the next step will be 
for the receivers to apply to Chancellor 


Stricker for an order instructing them to pay 
the tax bill to the Insurance Commissioner. 
This application will probably be made during 
the current week. 

Governor Russell has definitely announced 
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EQUITABLE LIFE’S BIG WRITERS 
Officers Conducting Successful Drive for 
Additional $100,000 Club Members 

In order that agents of the Equitable Life 
Assurance Society of New York may be better 
equipped to sell life insurance and compete 
with changing conditions, several officers of 
the society have for many weeks been touring 
the country and have conducted educational 
meetings in eighteen cities, addressing ap- 
proximately three thousand agents. The idea 
is to further educate and better equip eligible 
agents to be added to the $100,000 Club and the 
efforts of the officers have been very successful 
in thus making important additions to the 
society’s big writers. 

One more meeting is scheduled in Maryland 
before the series is concluded. The officers of 
the Equitable that have taken part in these 
meetings are: Frank H. Davis, vice-president; 
W. J. Graham, second vice-president ; Dr. John 
A. Stevenson, third vice-president; Leslie C. 
York, superintendent of agents; William 
Alexander, secretary, and George B. Van Ars- 
dall. 

Several days were spent in each city visited 
and agents who have the capacity to write one 
hundred thousand or more dollars annually 
were invited to attend the meetings at which 
life insurance salesmanship in all its different 
phases was discussed. It was pointed out that 
with new conditions, real salesmanship and 
knowledge of the life insurance business have 
become essential Much valuable help, in- 
formation and inspiration were given to the 
agents and following each meeting manuals 
covering the topics discussed were distributed. 

These meetings held in various centers are 
in line with the Equitable’s policy to give its 
agents every opportunity to become experts in 
the life insurance business. The company has 
been one of the first to realize the changing 
conditions in the business and prepare its 
agency force accordingly. 

A new correspondence course for agents 
from the pen of William Alexander will be 
launched during the month of July and will 
become compulsory for all new agents. 





Alfred E. Greene, known as the dean of 
Evansville insurance and well known 
throughout Southern Indiana, died on June 2 of 
heart disease. He was senior member of Greene 
& Greene of that city. 


men, 








that he will not call the Mississippi Legislature 
into special session in a lengthy bombastic 
statement, made public through the State press 
on Sunday. He says, in defense of his posi- 
tion, that the committee appointed to furnish 
certain specific information requested by him 
before taking action failed to perform his 
request and evaded answering the questions, 
failing fo show the need of insurance in Mis- 
sissippi at the present time. 
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SHEPPARD HOMANS NEW PRESIDENT 


New York Life Underwriters Hold Annual 
Election 

Sheppard Homans of the Equitable of New 
York was unanimously elected president of the 
New York Life Underwriters Association at 
the annual election held on Tuesday of this 
week, 

The meeting was called to order by former 
President Robert L. Jones. In his report Mr. 
Jones reviewed the association’s accomplish- 
ments during the past year, chief among which 
was a large increase in membership. There 
are now about 1000 paid members of the or- 
ganization. The dues have been raised in order 
to provide for a paid secretary, largely as a 
result of untiring efforts on the part of Mr. 
Jones. -It. was announced that the business 
practices committee had been active during the 
year and that one reward of one thousand dol- 
lars had been paid for evidence leading to con- 
viction for rebating. 

A letter from Herbert Hoover thanking the 
association for its work in behalf of his relief 
organizations was read, and it was voted to 
present the original to A. R. Spier, who took 
charge of the work. 

S. S. Voshell presented the report of the 
nominating committee, which was unanimously 
adopted. The officers, other than the president, 
are as follows: L. A. Cerf, Mutual Benefit, 
first vice-president; C. B. Knight, Union Cen- 
tral, second vice-president; G. A. Smith, New 
England Mutual, third vice-president; W. R. 
Collins, National Life, secretary-treasurer. 

The new executive committee will meet at 
the Bankers Club on Tuesday of next week for 
lunch in order to organize. Its membership is 
as follows: 

A. R. Spier, H. E. Morrow, R. L. Dodson, 
T. E. Hodgkinson, W. E. Watts, T. J. Stewart, 
LeRoy Bowers, Geo. A. Kederick, Edward J. 
Sisley, L. H. Andrews, C. A. Foehl, G. C. Wells. 


N. J. Life Underwriters to Meet June 21 

Plans for a dinner meeting to take place 
June 21, at which a speaker of national promi- 
nence will address the members, were made at 
the annual meeting of the New Jersey Life 
Underwriters Association, held in the Amer- 
ican Mechanics building, Trenton, N. J. 

During the short business session reports for 
the year were submitted by the president, James 
W. Edgerton, who talked briefly on the accom- 
plishments of the past year and made sugges- 
tions for the next. 

It was decided to postpone the annual elec- 
tion of officers until the dinner meeting, and a 
nomination committee was appointed to select 
suitable candidates for the coming year. The 
members of the committee are: E. F. Von 
Starck, C. A. Brooks and David A. Byrne. 


—J. C. McNamara, Jr.. of Hall & McNamara, is in 
Washington for a few das. 








THE SPECTATOR 























Improved Disability Provision 


Claim may be made as soon as disability occurs—no 
probationary period. 


Payments begin immediately on approval of claim 
—no probationary period. 


Monthly payments, lifelong, conditioned on per- 
manence of disability. 


Immediate waiver of future premiums—no wait- 
ing until next anniversary. 


Full amount of insurance paid when insured dies, 
without deduction for disability payments or for pre- 
miums waived. 


This new disability provision brings the service of 
America’s oldest legal reserve life insurance company 
still closer to the needs of the insuring public. 


For terms to producing Agents address 


The Mutual Life Insurance Co. 
of New York 


34 Nassau Street, New York 









KNEE DEEP IN JUNE 


Throughout June, The 
Lincoln Life POLICYHOLDERS’ 
MONTH, Lincoln Life salesmen 
make calls on all their insured 
friends. Their visits are pre- 
ceded by literature sent out by the Company 
and announcing their coming. 

‘‘Howdy Friend” is the greeting and the hand- 
clasp is warm in its expression of genuine friend= 
ship. Service ambitions of The Lincoln Life are 
made plain. 

Policyholders’ Month is just another evidence 
of,the earnestness of The Lincoln Life in its 
service to all who— 


(ink uP (Owitn rue ())LINCOLN) 


The Lincoln National Life Insurance Co. 
“Tis Naene Indicates its Character” 


Lincoln Life Building Fert Wayne, indiana 
Now More Than $175,000,000 in Force. 



































GREAT SOUTHERN LIFE 
INSURANCE COMPANY 


Houston — Dallas 
Texas 


TEXAS HUNDRED MILLION 
DOLLAR COMPANY 


O. S. CARLTON, President, Houston, Texas 
E. P. GREENWOOD, Vice=President, Dallas, Texas 





Don’t Delay 


Z2POHMAHS BaBHyZH 








Decide Today 


GENERAL AGENTS 
WANTED 


If you mean 
Business 


If you can do 
Business 


Write to me— 


JACKSON MALONEY 


Manager of Agencies 


Se AZ2eaderdnsm wey 


PHILADELPHIA LIFE INSURANCE COMPANY 


111 NORTH BROAD STREET 
PHILADELPHIA, PA. 
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REVOKES LICENSE 








Utah Supreme Court Acts Against 
Mountain States Life 





RULING BY JUSTICE FRICK 





Company Expects to Seek New License— 
To Drop Stock Inducement 
[Special Despatch to THE SpecTator] 

Sat Lake City, Uran, June 13.—The Utah 
State Supreme Court has revoked the license 
granted to the Mountain States Life of Denver, 
Col., by former Insurance Commissioner Wells. 
The court decided that the company was violat- 
ing the Utah insurance laws by selling its stock 
with insurance policies. The decision, which is 
written by Justice J. E. Frick, says in part: 
“In concluding this opinion, we feel constrained 
to add that by anything we have here said, we 
do not wish to be understood as holding that 
an insurance compatiy may not formulate a 
plan of insurance which contains special fea- 
utres that are, or are deemed to be, of special 
interest or benefit to the insured, and that it 
may not urge and exploit such features as an 
‘inducement to insurance.’ But what we hold 
is that no insurance company may, either di- 
rectly or indirectly, sell or dispose of its capital 
stock in connection with and as an ‘inducement 
to insurance.’ ” 

The case was taken to the Supreme Court 
by the Utah Life Underwriters Association. 

It is expected that the company will apply 
for another license and continue to write insur- 
ance without the stock inducement. 


The Pocket Register of Life Associations 


The Pocket Register of Life Associations 
for 1921 was recently issued by The Spectator 
Company, New York. As its name indicates, 
it shows the condition and business of stipu- 
lated premium, assessment and fraternal life 
insurance associations in America. The statis- 
tics embrace data for the five years ending 
January I, 1921, and give the principal items of 
income, expenditures, financial condition and 
insurance account for each association listed, 
for each of the years 1916 to 1920, inclusive. 

In the division including statistics of stipu- 
lated premium companies the items given, in 
addition to the name, location, date or organ- 
ization and names of principal officers, are pre- 
miums; other payments by members; total in- 
come; paid-for death claims; other payments 
to members; paid to agents and medical ex- 
aminers; expenses of management; total dis- 
hursements; total admitted assets; total lia- 
hilities: number of certificates in force at end 
of year: amount written during year; amount 
in force at end of year, and death rate per 
$roo0 mean insurance in force. 

Tn the division devoted to statistics of busi- 
ness life associations, the column headings are 
similar to those above given, except that the 
first item of income is “net amount received 
from members.” 

In the section relating to fraternal orders, 
the column headings are: Net amount received 
from members; all other receipts; total in- 


LIFE UNDERWRITERS OF CANADA 
Will Meet in Victoria August 17, 18, 19 


The Life Underwriters Association of 
Canada will meet at the Empress hotel, Vic- 
toria, B. C., August 17, 18 and 19. The sessions 
will be all of an educational nature and the 
program will include a complete analysis of the 
selling process. 

The entertainment features will include a ball 
on the night of the seventeenth, an auto ride 
and banquet in the evening on the eighteenth 
and another auto ride on the nineteenth. 


Death of W. H. Y. Knighton 

It is with deep regret that we announce the 
death of William H. Y. Knighton, assistant 
secretary of the Eureka Life of Baltimore, who 
died at his home in Baltimore on Friday, June 
To. 

Mr. Knighton suffered a stroke of paralysis 
in August, 1919, but was able to resume his 
duties after a few weeks until July, 1920, at 
which time he suffered a second stroke, from 
which he never recovered. 

Mr. Knighton was in the service of the 
Eureka Life Insurance Company over thirty 
years, during which time he rose from the 
position of agent to that of an executive officer, 
and for years was considered one of the most 
valuable men in the Eureka’s organization. 

The passing of Mr. Knighton takes away one 
of the few veterans who linked the early 
pioneers in industrial life insurance with the 
modern industrial system—the type of men who 
made idealism their ambition and abominated 
charlatanism—the type whose uncompromising 
integrity encouraged emulation, and a _ type 
whose influence made possible the present emi- 
nence of the insurance profession. 

Mr. Knighton’s funeral took place Monday, 
June 13. during which time the home office of 
the company was closed as a mark of respect. 


Life Index Correction 

By a regrettable printer’s error, wrong column heads 
were presented over the last five columns on page 99 
of the 1921 edition of The Life Insurance Policy- 
holders Pocket Index. in a portion of the edition. 
Certain Canadian companies are listed on page 99. 
and the column heads in the division embracing 
“Assets, Liabilities and Surplus’’ should be shown as 
follows: Capital Stock Paid: Reserves: Total Liabili- 
ties, Exclusive of Capital: Gross Admitted Assets: Sur- 
plus Inclusive of Paid-up Capital. 


A. M. Shields, manager of the San Fran- 
cisco office of the Equitable Life Assurance 
Society of New York, recently placed a group 
policy on the officers and employees of the 
Union Trust Company of San Francisco. 








come: paid-for claims; agents’ commissions 
and examiners’ fees: expenses of management; 
total disbursements : admitted assets : liabilities: 
number of certificates in force at end of year: 
amount written during year; amount in force 
at end of year, and death rate per $1000 mean 
insurance in force. 

The Pocket Register of Life Associations 
contains 40 pages and cover, and its prices are 
as follows: In manila cover, 75 cents: in flex- 
ible pocketbook, $1.25. 
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SURETY FUND LIFE TAKEN OVER 
Acquired by State Life of Des Moines 


The State Life Insurance Company of Des 
Moines has taken over the Surety Fund Life 
Company of Minneapolis and is transferring 
it to Des Moines, according to announcement 
made here this week. 

The business will be consolidated with the 
Des Moines concern. The Surety has been 
operating in six States and has business of 
over $15,000,000. The merger will increase the 
assets of the State Life of Des Moines to over 
$1,750,000 and its premium income to over 
$500,000 a year. The State will have over $20,- 
000,000 insurance outstanding. 

A. C. Tucker, president of the State, and 
D. H. McKee, prominent Des Moines banker. 
completed the deal Saturday. Mr. Tucker re- 
mains as president. W. L. Snyder is vice- 
president, William Koch, vice-president and 
field manager; A. C. Johnston, vice-president 
and attorney; H. W. Hill, secretary: U. G. 
Turner, treasurer. The State Life has offices 
in the Iowa building. 


Order of Prosperity Liquidated 

The final report concerning the liquidation of the 
German fraternal society known as the Order of 
Proseprity was filed last week by Jesse S. Phillips, 
Superintendent of Insurance for New York State. 

The society was placed in the hands of the superin- 
tendent on November 12, 1917. It attained $878,137 
of insurance in force in 1916, but its rates were in- 
adequate and an attempt to raise them resulted in its 
dissolution. In the final report the excess of lia- 
bilities over assets was given as $1,118.26. The official 
language of the society was German, its object was to 
pay death benefits and it operated only in Greater 
New York. 


“Too Busy” 

When a man refuses you an interview be- 
cause he is “too busy,” fire back at him our 
leaflet entitled TOO BUSY! It is a dignified 
answer for you to give, and one that will make 
him realize his mistake in not seeing you. 

Every agent should carry some of these 
leaflets with him daily in his rate book or with 
his business cards. They are marvelous leaflets 
to clinch insurance. Try them. Send to-day 
for sample—six cents. The Spectator Com- 
pany, 135 William street, New York. 


Thomas B. Donaldson, Insurance Commis- 
sioner of Pennsylvania, made two speeches last 
week in Erie, Pa. The first was before the 
Fire and Casualty Underwriters in the after- 
noon of June 8. The second, in the evening of 
the same day, was before the Life Under- 
writers Association of Erie. On both occa- 
sions Mr. Donaldson spoke in favor of a plan 
to form advisorv boards in connection with the 
licensing of agents. He is a live speaker to 
any topic and has a manner on the platform 
which attracts favorable attention to all that 
he says. His services at various agency meet- 
ings are in great demand. 


W. H. Crawford of New York has joined 
Dunnington, Inc., general insurance brokers at 
Baltimore. Mr. Crawford was for many years 
associated with the casualty division of the 
United States Fidelity and Guaranty as special 
agent. 
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THE EUREKA LIFE INSURANEE COMPANY 
of 


BALTIMORE, MARYLAND 


Incorporated 1882 


A regular OLD LINE Stock Life Insurance 
Company, issuing all the STANDARD FORMS of 
POLICIES, INDUSTRIAL and ORDINARY. 


JOHN C. MAGINNIS, President 
H. LEISHEAR, Jr., Sec’y & Treas. 


JOSH. N. WARFIELD, Jr., Vice-President 
J. HOWARD IGLEHART, Medical Director 




















HOME LIFE INSURANCE CO. 


New York 
WM. A. MARSHALL, President 

The 61st Annual Statement shows admitted Assets 
of $40,465,508 and the Insurance in Force $212,- 
483, 100—a gain for the year 1920 of nearly $27,000,000. 
The insurance effected during the year was nearly 
$43 000,000. The amount paid to policyholders 

during the year was over $4,196,000. 

FOR AGENCY APPLY TO 


GEORGE W. MURRAY, Superintendent of Agents 
256 Broadway, New York 








The Farmers and Bankers 
Life Insurance Company 


Is an established fact—an integral part of 
the life insurance and financial activities of 
its Home State—Kansas, enjoying the con- 
fidence of the citizens of its neighboring states 
in which it is operating. FULLEST CO- 
OPERATION WITH AGENTS. 


HOME OFFICES WICHITA, KANSAS 





THE GUARANTY LIFE INS. CO. 


DAVENPORT, IA. 















New Policy Contracts 
Excellent Territory Open 
Representatives Wanted 


L. J. DOUGHERTY, Sec’y and Moar. 


















C. A. CRAIG, President 
W. R. WILLS, Vice-President 
T. J TYNE, 2nd Vice-President 


The National Life and Accident Ins. Co. 


OF NASHVILLE, TENN. 


N. H. WHITE, 3rd Vice-President 
E. B. CRAIG, 4th Vice-President 
C. R. CLEMENTS Secretary and Treasurer 


Combination Policy of Industrial Insurance Covering 
Sickness, Accident and Death 








$150,000.00 Deposited with Treasurer of Tennessee} 
WE WANT AGENTS 
contracts for men of goodreputation. 

@ “THE COMPANY OF CO-OPERATION” 


to push our five=point-nine policies. 
THE DES MOINES LIFE & ANNUITY CO. 


Excellent Iowa territory and liberal 
A. L. HART, Agency Mgr. 


Home Office—Register Tribune Bidg.—De Moiacs, lowa 
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THE WOMAN’S BENEFIT ASSOCIATION 
OF THE MACCABEES 
ORGANIZED OCTOBER 1, 1892. 
Largest Fraternal Benefit Society of Women in the World 


A ‘‘Millionaire’’ Fraternal Benefit Society 

The Rates are Adequate 

The Membership is over 240,000 

The Reserve Fund is $14,000,000 

Its Business Standing is of the Best 

Gives Safe Protection to Women and the Children of its Members 
Cares for its Needy Sick 

Its Reviews are Social and Welfare Centers 





Write for information to: 
Miss Frances D. Partridge, 
Supreme Record Keeper, 
Port Huron, Michigan 


Miss Bina M. West, 
Supreme Commander, 
Port Huron, Michigan 














WANTED 


A few men interested in selling a 


GUARANTEED COLLEGE EDUCATIONAL CONTRACT 


All leads furnished 


Write 
W. FRANK SMITH, Agency Manager 


AMERICAN NATIONAL ASSURANCE CO. 


St. Louis, Mo. 





INCOME INSURANCE 
SPECIALISTS 
Opportunities for Salesmen in 47 States 


Address H. A. LUTHER, 2d Vice=Pres. 


NORTH AMERICAN ACCIDENT INSURANCE CO. 
209 S. LaSalle St., Chicago, ~~ 
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(Continued from page 24) 
tation in the field forces, which means much for the 
growth of the business as a whole. 

In conclusion, I can see no warrant for an atti- 
tude of pessimism, On the contrary, I believe we 
should go about our work in the life insurance field 
in a most optimistic spirit for not only the balance of 
this year, but for the years to come. 

Assuring you that I shall be pleased to read your 
general survey when it is published, and with kind 
personal regards, I am, 

A. M. Jounson, President, 

Vational Life Insurance Company of the U. S. A. 


STARTED YEAR WITH GAIN, NOW LOSING 


{To the Editor of THe Specraror] 

Answering your letter of June 1, I can say that 
conditions in our territory are only fair. Our lapses 
have shown no increase. During the first quarter of 
the year we had a gain in new business, but there has 
been a falling off during April and May. The five 
months’ period shows a gain of five per cent. Re- 
garding the possibility of the business falling to the 
1914 level, I do not think that it will. Neither do I 
think that the business of the year will hold up to 
that of last year. 

Frank P. Manty, President, 
Indianapolis Life Insurance Company. 


MARKED FALLING OFF NOTED 


[To the Editor of THe Spectator] 

\nswering your inquiries of June 1, which I have 
numbered from 1 to 7: 

1. We are operating in Nebraska, Iowa, Kansas and 
Wyoming. As the first three States named are largely 
agricultural, and as the farmers have not yet adjusted 
themselves to the falling prices of the products as 
compared with what they have to buy, business is 
rather slow. The banks also are in no condition to 
buy farmers’ paper given for insurance; consequently, 
there is a decreased production on this account. 

2, Lapses have almost doubled over last year. 

Yes, I notice a marked falling off in new business. 

{. In the first five months of 1920 we produced 
$2,217,000 of insurance as against $1,840,000 in the 
first five months of this year. In May,-1921, we wrote 
a little more business than we did in May, 1920. 

5. Answered in 4. 

6. Hardly to the level of 1914, but certainly far 
below the level of 1920, 

7. No, I do not think the business for the re- 
mainder of the year will equal that done for the same 
period of last year. 

N. Z. SNELL, President, 
Midwest Life, Lincoln, Neb. 


MONEY VERY TIGHT 
[To the Editor of THe Spectator] 

We take pleasure in replying to the questions asked 
in vour letter of the Ist. 

Money in the territory we are covering is very tight 
at the present time. There has been no great relief 
afforded the banks through the sale of produce. The 
loans of the banks were made on high-priced products 
and the price has fallen as much as 75 per cent in some 
lines. Many farmers with clear farms are making 
loans in order to obtain money to go ahead with their 
crops, as the banks are unable to finance them. We 
see no possible help until a crop is gathered. 

Our lapses show an increase of 200 per cent over 
last year. 

New business has shown a decline of about 20 per 
cent, 

The volume of business for the first five months of 
this year was $1,389,000, against $1,604,000 for the 
same period last year. 

We anticipate that the business for the balance of 
the year will be sufficient to bring our total for 1921 
equal to last year. 

M. A. Hype, Assistant Secretary, 
Security Mutual, Lincoln, Neb. 


LAPSE RATIO IMPROVED 
(To the Editor of Tue Spectator] 
\nswering your recent circular, we reply as follows: 
Conditions in the territory in which we operate are 
somewhat below normal, by reason of industrial un- 


employment, restricted bank credits and the general 
tendency of the public not to buy except for im- 
mediate needs. 

Our lapse ratio has actually shown improvement, 
due, we believe, to a conservation plan instituted over 
a vear ago. 

We have experienced a falling off in new business 
written averaging about 30 per cent in comparison 
with last year. 

We wrote during the first five months of 1921 
$2,516,000 as compared with $3,601,000 last year, 
showing a decrease in new writings for the period in- 
dicated of $1,085,000. 

We do not think that the life insurance business will 
erecede to the 1914 level. Conditions with us show 
steady improvement though slight, and it is our feeling 
that business for the remainder of the year, though 
it may not equal the corresponding period of last year, 
will show some improvement over the experience of 
the last few months. 

H. M. Moore, Secretary, 
The Cleveland Life Insurance Company. 


WESTERN TERRITORY CONDITIONS BAD 
[To the Editor of THE Spectator] 

I beg to acknowledge receipt of your favor of June 1 
regarding the experience of the first five months of the 
year in regard to new business. 

We find that conditions in the Eastern territory in 
which we operate, such as Pennsylvania and Ohio, are 
such as to give us an excellent business. In fact, our 
agencies in the East are running ahead of their record 
for last year. The further West we come, however, 
the more difficult it seems to be to secure large volumes 
of new business, and we have quite an extensive drop- 
ping off in the volume produced by our agencies in the 
Middle West. 

On the other hand, our lapses have increased quite 
materially. They are not as yet excessive, but more 
than we like to see and more than we are accustomed 
to. It is my belief that life insurance business is, like 
every other form of business industry, approaching a 
level somewhere nearer a pre-war basis. I do not be- 
lieve, however, that we will actually get back to the 
same basis as we had in 1914, for it is my belief that 
the flu and the advertising given insurance during the 
war period, together with the enormous volumes of 
insurance sold during the past two years, have placed 
life insurance in the minds of the people as a com- 
modity which has become more and more a necessity. 
For this reason TI do not believe that we will ever get 
back to the old level of pre-war production. 

T feel that conditions in the Middle West will be 
materially bettered after we harvest the next crop, and 
it is my hope that the last six months of the year will 
do much towards bringing the record of the first six 
months up to a point where our showing for the year 
will be ahout normal. 

I am glad, indeed, to give you the above information 
as my own personal ideas regarding the conditions, but 
wish, however, that you would keep them confidential 
so far as connecting either myself or the company with 
any material which you may wish to use in your survey. 

I will be very glad to receive the results of your in- 
quiries so that I can get the opinions of others re- 
garding the prospects for the coming months of the 
year. 

A WESTERN INSURANCE COMPANY. 


SOUTHERN COMPANY SHOWS INCREASE 
[To the Editor of THE Spectator] 
Answering your inquiry letter of June 1, I beg to 
state that crop conditions in Oklahoma, up to this 

date, are slightly above the usual average. 

It is too early to forecast the cotton crop, as it 
has just been planted, but corn is looking fine and 
wheat is above the average. Other crops. such as 
feed for stock, are fine and there is abundant grass. 

The agency force is optimistic to a man. Our 
lapse ratio is more favorable than it was last year. 

During the first five months of 1920 we produced 
$5,762,498. During the first five months of 1921 we 
have produced $7,139,875, showing an increase of 
$1,377,382. 

I do not believe that the life insurance buisness has 
returned to the 1914 level, nor do IT think it ever will 

Now, as to forecasting the balance of this year, 
we cannot safely do that in Oklahoma, because the 
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southern half of the State is largely dependent upon 
cotton so far as crops are concerned, and we will 
simply have to wait and see how that turns out. 
Epwin Starkey, Vice-President, 
Mid-Continent Life Insurance Company. 


93 PER CENT OF 1920 BUSINESS 
[To the Editor of THe Spectator] 

Replying to your inquiry regarding our business, I 
can advise you that our company is transactingg busi- 
ness in nearly all of the Northern States from New 
Jersey westward, including the Dakotas, Nebraska and 
Colorado, and also in the three Pacific Coast States. 

The general economic conditions in this field you 
are, doubtless, quite well advised of, from various 
sources. As a rule, business is slack, but our agents, 
through their increased efforts, have been able to 
make a very fair showingg as compared to last year. 
Our volume of business for the first five months of 
1921 is $29,510,000 as compared with $31,472,000 for 
the same period last year, which indicates that we 
have written approximately ninety-three per cent of 
the volume produced last year. 

As to the lapses, we have noticed quite a material 
increase over our normal rate. The ratio of lapses 
appears to show a marked increase during the last 
half of last year, which culminated in a sort of peak 
during the winter months. There is a slight tendency 
to decrease in the lapse rate within the last two months, 
and the ratio is greater by amounts than by policies, 
which indicates that the policies of large size have 
been allowed to lapse in somewhat greater ratio than 
those of moderate size. 

The above statement also answers your inquiries as 
to the falling off in new business and how much it 
has increased or decreased. 

In answer to your inquiry whether we think the 
life insurance business is returning to the 1914 level, 
I should say decidedly that there is no reason for 
anticipating any such drop. The simple comparison 
of the business in 1914 as compared to recent years 
indicates that, regardless of the general slacking up 
in various lines of business and fall in prices, there is 
no ground whatever for anticipating a drop to the 
1914 level, which would mean a reduction to one-third 
of the current volume of business. This applies to the 
companies in the aggregate. 

Inasmuch as business declined last year so that the 
volume produced during the last half was somewhat 
less than that produced during the first half, and 
there is likely to be a degree of improvement during 
the current year, I should estimate that the business 
produced during the last half of 1921 will more nearly 
approach the closing period of last year than the first 
half indicates. H. S. Nowtren, President, 

Equitable Life of Iowa. 


MAY, 1921, BETTER THAN MAY, 1920 
[To the Editor of THe Spectator] 


In response to your letter of the first, will take up 
your questions in order: 

We operate only in Indiana and the lower half of 
the southern part of Michigan. Certain of our terri- 
tory in both Indiana and Michigan is still hit hard 
and we are not getting the business that we formerly 
received. 

Regarding lapses, our lapse ratio has increased 
about thirty per cent during this period. We had a 
marked falling off in business during March and 
April, though during January, February and May we 
nad splendid months. In fact May was better than 
the same month in 1920. For the first five months 
of 1920 we had a total writing of $1 905.635, while 
for the first five months of this vear we had a total 
writing of $1,378,621: this shows a decrease of $527,- 
014. 

No, I would not say that the life insurance business 
was returning to the 1914 level, as from the present 
outlook we are going to make the second largest in- 
crease in insurance in force this vear that we have ever 
made for a single year. 

Yes. I believe that the business for the next seven 
months of this year will be fully as good as we had 
in 1920 for the same time. 

A. S. Burxart, President, 
Conservative Life Insurance Company, 
South Bend, Ind. 
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INFORMING WORKS OF VALUE 
TO AGENTS AND PROSPECTS 


By WILLIAM T. NASH 
(Originator of Monthly Income Insurance) 


Much valuable advice and instructive matter for agents, including the 
veteran and the beginner, can be found in the publications issued by The 
Spectator Company of which William T. Nash is the author. 


EXCLUSIVELY FOR THE INFORMATION OF AGENTS 
MULTIPLYING YOUR INCOME, price $1.50. 


This is one of the best books ever put out for the instruction of agents. 
Every beginner should master it and even the veteran will find new inspira- 
tion. In flexible binuing. 


THE MONTHLY INCOME POLICY, price 50c. 

As the originator of monthly income insurance, Mr. Nash is especially 
well qualified to instruct the field workers on this subject. Large numbers 
of = have been placed through the hints contained inthis book. Bound 
in cloth. 


A GREAT FUTURE, price 25c. 


A pamphlet showing forcibly the unlimited opportunities for advancement 
the solicitor in the selling of life insurance. 


METHODS THAT WIN SUCCESS, price 15c. 
Three short stories bearing on methods adopted by successful agents are 
brought together under the above title. The names of these stories are 


“Eggs and Life Insurance,’”’ ‘‘Blue Chips’? and ‘““‘The Man Next Door.” 
Each story carries a lesson. 


THE STORY OF ED. REDLICH, price 15c. 


_ Atrue story of the opportunities in Life Insurance for the average man, told 
in simple but forceful style. 


FOR THE PROSPECT AND POLICYHOLDER 


All the leaflets and pamphlets listed below, also written by Mr. Nash, 
have proved great business producers. Each one has a special punch lead- 
ing to the signature on the dotted line. 


THREE LEAFLETS ON MONTHLY INCOME INSURANCE 
ONE WOMAN’S EXPERIENCE WITH A MONTHLY INCOME. .15 
SAVING WHAT YOU LEAVE ...............6..0000cceeeee es 10 
SI ins od sb Scecsnicniultaniceanegnne’ 15 

LEAFLETS CONTAINING GENERAL ARGUMENTS URG NG THE 
VALUE OF LIFE INSURANCE 


ONE FARMER’S EXPERIENCE WITH LIFE INSURANCE... .15 
ONE YOUNG MAN’S EXPERIENCE WITH LIFEINSURANCE .15 


MHIE, WIFE'S THSURANCE ..........o inci wc ccccs occcwes veces -10 
NOT JUST NOW: A Warning to Dilatory Prospects........... .15 
WHY WE DON’T LIVE FOREVER: Emphasizing the Necessity 

of Keeping Life Insurance Policies in Force.................. .10 


SHORT STORY SERIES FOR AGENTS—METHODS THAT 
WIN SUCCESS: Three stories with good pointers, “Eggs and 
Life Insurance,’’ ‘‘Blue Chips,’’ and ‘‘The Man Next Door.”’ .15 


THE COST OF DYING—Providing for the Inheritance Tax .... .20 
CAELAL GS 2) O1 )S Ee en ee a +15 
SNSUeING POUR INSURANCE. . oo... oo cscccccveccceveccsese «15 
Ad dee END OF THE ROAD.......... 2... ccc cece cee ns sses+ses 348 
cSUVINNG WOURSELF ACHANCE.. ...... ccc ccceccccesseress BS 
BORROWING FROM MARY ......... <is)jists eyes Oe 


_ Agents soliciting accident insurance will find some compelling arguments 
in a leaflet entitled 
TEMPTING FATE: Showing the Accidents Likely to Befall 
Even Preferred Risks. (Illustrated) ....................04 .20 


Sample copies of each of the fourteen leaflets under ‘‘For the Prospect and 
Volicyholder”’ vary at 20c, lic, or 10c, amounting for the fourteen leaflets to 
$1.85. The price of the five booklets under the head of ‘Exclusively for 
the Information of Agents’ is $2.55. Send us remittance for $5.75 and we 
will mail you sample copies of all (19) of the Nash publications. Send for 
circulars giving prices in quantit.es. 


THE SPECTATOR COMPANY 
GHICAGO OFFICE 135 WILLIAM STREET 
INSURANCE EXCHANGE NEW YORK 





Prosperity Awaits You Here! 


THE SOUTH IS RICHER NOW IN OPPORTUNITIES 
THAN IN YEARS. Never was there so much money in 
circulation. 

THE FARMER, the merchant, the manufacturer need and are 
buying more insurance. 

SOME CHOICE TERRITORY in Texas and Arkansas for 

Field Supervisors who can produce business and instruct Agents. 

Salary and commission. 


LOUISIANA STATE LIFE INSURANCE COMPANY 
H. CLAY BROWN, Supt. of Agencies, SHREVEPORT, LA. 























GENERAL AGENCY OPENING FOR 
NORTHERN WEST VIRGINIA 


Swo good personal producers may combine 
to get contract. 
If you cannot produce personally do not 
apply. 
Address West Virginia, care of THe SpmcTaTor, 
P. O. Box 1117, New York City, N. Y. 














surance Company 


Wy fe 
é OF DES MOINES, IOWA. 


JAS. H. JAMISON, President 


NEW and up to date policy contracts. REAL SERVICE to Policy- 
holders and Agents. NOT SO BIG to lose sight of individual Agents, 
and big enough to serve its Agency and Policyholders satisfactorily. 
SOME GOOD territory in IOWA and SOUTH DAKOTA open for 
Agents. 
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Che Oldest Life Insurance Company 
in the West has new territory for 
live agents. Its policies are liberal 
and easy to sell. 


ST. LOUIS MUTUAL LIFE INSURANCE CO. 
ST. LOUIS, MO. 




















AGENCY MANAGER WANTED 


A Middle Western life insurance company is de- 
sirous of obtaining the services of an Agency Manager 
who is capable of organizing and producing an agency 
force and who is acquainted with conditions in Ohio 
Indiana and Illinois, 

An attractive contract will be given the right man. 


Address Middle West, 


Care of THE SPECTATOR, 
Post Office Box 1117 


City Hall Station, New York 





Thursday 
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(Continued from page 4) 

bilities of durations of four weeks or longer. 
Some of these non-fatal cases are permanently 
disabled and many others are partially disabled 
for long periods. It is utterly impossible fully 
and fairly to appraise the cost, even in purely 
economic terms, of these non-fatal but disabling 
injuries. 

In this connection, however, it is important 
to note that in many of the fatal cases the 
victims do not die for many hours and fre- 
quently not until many days subsequent to the 
time of the accident. A careful examination 
of all the accidental death claims in the Pru- 
dential’s Industrial Experience during a period 
of thirteen months showed that 2285 of 5668 
cases, or 40.3 per cent, died subsequent to the 
first day after the accident, and no fewer than 
185, or 13.9 per cent, lived 14 days or longer 
before death occurred. This adds greatly to 
the cost of medical attendance, hospital and 
nursing care and, of course, to the physical 
and mental anguish of the victims and their 
dependents, relatives and friends. 

During the same period there occurred in 
this experience 839 fatalities from automobile 
accidents for which it was possible to secure 
the duration of time between the occurrence 
of the accident and the date of death. Of this 
total no fewer than 261, or 31.1 per cent, died 
subsequent to the first day (24 hours) follow- 
ing the accident, and 56, or 6.7 per cent, died 
two weeks or longer after the ocurrence of the 
accident. 


DeatH CLAIMS DUE TO AUTOMOBILES 


Just a few more facts are here pertinent. 
The Travelers Insurance Company recently 
published a statement that one death in ten in 
its experience is caused by accident, and that 
twenty-five per cent of all the accident claims 
are caused by automobiles. In other words, 
two and one-half per cent of all of the 
Travelers death claims are caused by the auto- 
mobile, according to this statement. 

The Equitable is reported recently to have 
analyzed 20,000 death claims, and discovered 
that 881 had been caused by accidents, 180 of 
which were caused by the automobile. If this 
is typical, nearly one per cent (0.9) of the 
death claims of that company are now charge- 
able to the automobile. It has also recently 
been reported that twenty-four per cent of the 
accident death claims paid by the Equitable 
during 1920 were the result of automobile 
fatalities. During 1917-1920, inclusive, the 
Equitable is reported to have paid 129 double 
indemnity claims under life policies, where 
death was due to accident, and of these no 
fewer than thirty-eight, or more than thirty 
Per cent, were the result of automobile acci- 
dents. 

In the Prudential’s industrial mortality ex- 
perience during 1920, 1.21 per cent of all the 
deaths were due to automobile accidents and 
in the ordinary experience the corresponding 
Percentage was 1.47. The actual number of 


deaths due to automobile accidents in the in- 
dustrial experience of this company during 
1020 was 1314 and in the ordinary experience 





158, making the grand total of 1472 deaths in 
the mortality experience of this life insurance 
company in one year. 


Economic LossEs FROM AUTOMOBILE ACCIDENTS 

From another angle we can appreciate some- 
thing of the legal costs and vexations when we 
learn that automobile accidents in Cleveland in 
the summer of 1920 caused more than 300 dam- 
age suits in the Cuyahoga county courts. The 
Cleveland Plain Dealer made this statement, 
and added that in no case was a suit brought 
for less than $1000, and in many instances $3o0,- 
ooo to $50,000 was asked. Further, it was 
stated that nearly every fifth suit filed at the 
present time is one growing out of an automo- 
bile accident. 

The property damage resulting from auto- 
mobile accidents is huge, but incalculable, com- 
plete reports being nowhere extant. In St. 
Louis the public safety committee of the local 
safety council has for several months attempted 
to assess these losses. The property damages 
resulting from all street vehicular accidents in 
that city during eight months of 1920 were ap- 
praised at $364,624 by that committee. During 
the same period, according to the committee’s 
reports, 76.2 per cent of all the street vehicular 
accidents in St. Louis were caused by auto- 
mobiles. The property damage by automobile 
accidents in the single city of St. Louis was, 
therefore, apparently in excess of $275,000, dur- 
ing a period of only eight months—the auto- 
mobile deaths numbered sixty-five and the non- 
fatal injuries 1540 during the same period. 

It is probably well within the truth to state 
that the economic losses resulting from fatali- 
ties and from non-fatal disabilities caused by 
the automobile, together with the property 
damages and other incidental wastes attendant 
upon the accidents, exceed $1,000,000,000 per 
year at the present time in the continental 
United States. 

According to the bureau of the census, in 
1919 there were 7968 automobile fatalities in 
the registration area as against 10,346 from all 
other vehicles. Assuming the above estimates 
to be equally applicable to other vehicular ac- 
cidents we have it that the personal and prop- 
erty losses caused by all vehicles in 1920 in the 
United States were not far from the grand 
total of $2,250,000,000. 


SOUTHERN CASUALTY IN NEW 
OFFICES 
Move Into Modern Building of Guaranty 
Bank and Trust Company 

The Southern Casualty Company of Alexan- 
dria, La., has announced the removal of its 
offices to the newly completed office building of 
the Guaranty Bank and Trust Company. The 
building is a modern office building said to be 
the finest in that section of the country. The 
offices of the Southern Casualty are fitted with 
standard mahogany finished equipment and 
provides for several years’ growth. 


Casualty Golf Tournament 
The golf tournaments of the Casualty and Surety 
Club will start Wednesday, June 22, at Gedney Farms, 
Westchester Hills Golf Club. Six events will be on 
the program, and luncheon and dinner will be served. 
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RECIPROCAL MEN CONVENE 
Arthur Wolf Elected President of National 
Association 
The following officers were elected at the 
annual meeting of the National Association of 
Reciprocal Insurance Exchanges, held at the 
Hotel La Salle, June 11: President, Arthur 
Wolf, secretary, State Automobile Insurance 
Association, Indianapolis; vice - president, 
Thomas L. Cherry, secretary and treasurer, 
Illinois Underwriters, Carbondale; secretary, 
W. F. Brandenburg, secretary and manager, 
Automobile Owners Protective Association, 
Kankakee, IIl.; treasurer, Frank H. Ellis, man- 
ager, Associated Employers Reciprocal, Chi- 

cago. 

Seven members of the board of governors 
were elected as follows, the remaining five to 
be chosen at the adjourned meeting to be held 
in Chicago, June 13: Robert J. Stewart, man- 
ager, Economy Automobile Insurance Associa- 
tion, Freeport; M. T. R. Burt, secretary and 
treasurer, Samson Automobile Insurance Asso- 
ciation, Freeport; D. L. Barnes, secretary and 
manager, North American Insurance Under- 
writers, Springfield, Ill.; A. B. Loranz, secre- 
tary of the State Automobile Insurance Asso- 
ciation, Des Moines; W. M. Lawson, Equitable 
Casualty Underwriters, Chicago; E. C. Craig, 
president, Automobile Protective Association, 
Mattoon, Ill.; W. E. McKee, treasurer, State 
Automobile Insurance. 


Automobile Insurance Company to Expand 
Western Facilities 

In order to render a more complete service 
and to facilitate a more complete development 
of its agency organization in the Middle West, 
the Automobile Insurance Company of Hart- 
ford and the Fire and Marine Underwriters 
announce the appointment of J. W. Robertson 
as manager and T. Z. Franklin as assistant 
manager of the Western division, which com- 
prises the territory formerly under the super- 
vision of Mr. Robertson, under the title of 
supervising general agent. As special repre- 
sentative, Mr. Franklin has been supervising: 
the company’s Western service, brokerage and 
engineering department, with headquarters in 
Chicago. By a consolidation of the two posi- 
tions into a Western division, it is believed that 
both Mr. Robertson and Mr. Franklin will be 
able to develop the territory under their juris- 
diction to better advantage and be of greater 
service to agents. 


Seek Ruling on Sunstroke 

The Supreme Court of Utah has been asked 
to decide whether sunstroke is an accident or a 
disease. The case arose out of the death by 
sunstroke on the Arizona desert in 1917 of a 
Salt Lake City business man named Richards, 
who was insured under an accident policy 
issued by the Standard Accident Company. The 
company resisted the claim, holding that sun- 
stroke was not an accident. The case was taken 
to the district court some time ago, where a 
verdict was found in favor of the plaintiff, Mrs. 
Louise Odell Richards, widow of the assured. 
The Supreme Court has taken the case under 
advisement. The amount involved is $18,000. 
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LEON IRWIN & CO., Inc., New Orleans, La. 
REPRESENTING 
American Eagle Auto- National Union New Amsterdam 
mobile-Hartford  National-Hartford — Casualty Co. 
American Equitable Philadelphia Under- Indemnity Company 
British-Amer. As- writers of America 
— Stuyvesant Automobile Insurance 


Fidelity-Phenix 
Insurance Underwriters BROKERS’ LINES SOLICITED 
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Actuarial Actuarial 
PAUL L. WOOLSTON W. H. GOULD 
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SYSTEM REVISION 
























NEW YORK STATE DEPARTMENT 


SUPERIOR FIRE OF PA. ALLE- 
MANNIA FIRE OF PA. CAPITAL 
FIRE OF N. H. GEORGIA HOME 
OF GA. UNITED AMERICAN OF 
PA. 


P.B. DUTTON, MGr., ROCHESTER 


MAJESTIC BLDG., DENVER, COL. 256 BROADWAY NEW YORK 
DONALD F. CAMPBELL W. R. HALLIDAY 
CONSULTING ACTUARY CONSULTING 
343 So. Dearborn St., Room 1100 CHICAGO ACTUARY 
Telephone, Harrison, 3384 INSURANCE EXCHANGE CHICAGO 

























SOBRINOS DE EZQUIAGA 
ESTABLISHED 1821 
General Insurance Agents 


Box 351 


San Juan Porto Rico 


FRANK J. HAIGHT 
CONSULTING 
ACTUARY 


Hume-Mansur Bldg. 
Hubbell Building 


Indianapolis, Ind. 
Des Moines, lowa 


JAMES H. WASHBURN, F. A. 1. A. ¢ 
CONSULTING ACTUARY 


ROOM 1303 165 Broadway, New York City 


Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 


Cable Address: Gertract, New York " 








JULIAN C. HARVEY 


GEORGE B. BUCK 
ACTUARY 


( 


























J. L. MITCHELL 


Is prepared to successfully negotiate and finance the re- 
insurance or consolidation of either Legal Reserve, Mutual 
Assessment or Fraternal Life Companies, Associations or 
Orders. i : 
Temporary money advanced on strictly private 

) arrangements. 
All communcations held personal and confidential. 
Address J. L. MITCHELL, 604 Masonic Temple, Chicago, Ill. 





124-126 HURT BLDG. 


CONSULTING saoieeienice- ie’ aia 
ecializin n : 
ACTUARY Benefit on came yon ¢ 
CHEMICAL BUILDING ST. LOUIS, MO. 256 BROADWAY NEW YORK 
JNO. A. COPELAND T. J. McCOMB 
CONSULTING CONSULTING ACTUARY 
ACTUARY 


ATLANTA, GA. 


Colcord Bldg., OKLAHOMA CITY, OKLA. 






























Actuarial 





T. ©. RAFFERTY 
CONSULTING ACTUARY 


Suite 714 Weightman Building 
Philadelphia, Pa. 


Complete Rate Books Formulated 


F. M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Accountants 


THE BOURSE PHILADELPHIA 




















FACKLER AND FACKLER 


DAVID PARKS FACKLER, F. A. S. 
EDWARD B. FACKLER, F. A. S. 
WILLIAM BREIBY, F. A. S. 


CONSULTING ACTUARIES 


35 Nassau Street New York 





A. SIGTENHORST 


CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS 





ABB LANDIS 
Consulting Actuary and Counsellor 
CLARENCE L. ALFORD 
Associate Actuary 


WASHINGTON, D. C. NASHVILLE, TENNESSEE 
10 Jackson Place, N. W. Independent Life Buildnig 




















Insurance Examiners and Adjusters 





MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


National Association Bldg., Suite No. 1005, 
26 W. 44th ST., NEW YORK 














FREDERIC S. WITHINGTON, F. A. I. A. 
CONSULTING ACTUARY 


402-404 Kraft Building Des Moines, lowa 
Telephone Walnut 3761 


















MARCUS GUNN 


CONSULTING 
ACTUARY 
29 So. La Salle Street 
Telephone Randolph 7684 


CHICAGO 














A Policy Saved is a Policy Made 
THE OTIS HANN COMPANY, Inc. 


“Life Insurance Service’’ 
10 So. La Salle St. Chicago, Ill. 
“20 Years’ Experience Backs Our Service” 











LOSSES ARE ASSETS 


When handled with proper regard for 
their business building possibilities. 
Even an aggrieved claimant may hecome 
a friendly policyholders if impressed with 
the fairness of an adjustment. 


R. L. NASE, 

Adjuster for Casualty Companies 
1110 Mutual Bldg., RICHMOND, VA. 
Liability, Compensation, Accident 

and Health Claims 


TERRITORY: 
Virginia and North Caroline 
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Miscellaneous Insurance 








Missouri State Life Writing Accident and 
Health 

A company’s expansion is due first to the 
quality of the protection it sells, and, secondly, 
to the energetic and progressive spirit of its rep- 
resentatives in both field and home office. With 
these thoughts in mind, the Missouri State 
Life of St. Louis has entered the health and 
accident field in order to give its field men added 
service. 

The department was created through the 
efforts of Major John J. Crowley, second vice- 
president of the company, who until recently 
was an official with the Travelers Insurance 
Company of Hartford, Conn. Major Crowley’s 
entire business career has been devoted to the 
insurance business, and during the war he was 
called to Washington by Secretary McAdoo in 
connection with the organization of the Bureau 
of War Risk Insurance. During his experi- 
ence there he had unusual opportunities to ob- 
serve insurance conditions throughout the coun- 
try, and is responsible for the statement that 
whereas in the past many men in the insurance 
business opposed the writing of accident and 
health insurance by life insurance companies, 
advancing various arguments in support of their 
opposition, nevertheless the addition of accident 
and health lines by the more progressive com- 
panies has gone steadily forward, until to-day 
there are approximately forty life insurance 
companies issuing accident and health insur- 
ance, and by their experience it has been proven 
in a most conclusive manner that the greater 
service and broader protection which those 
companies have been enabled to offer their 
clients through the additional lines is thoroughly 
appreciated. A life policy is not enough. As 
to life insurance and its relation to the eco- 
nomic scheme, there is no question but life in- 
surance alone is not adequate, and just as the 
Government in its provision for the soldiers 
supplemented its life insurance program, with 
a comprehensive schedule of payments for dis- 
abling and dismembering accidents and dis- 
ease, so the life insurance company, imbued 
with the proper spirit of service, to-day is 
adding the broadest kind of insurance, providing 
against loss of life, limb and time through ac- 
cidental injury or disease. 

Unfortunately, accident and health protection 
is not yet established in the same secure posi- 
tion that life insurance enjoys, but there is 
every evidence that the public is fast awaken- 
ing to the tremendous hazard connected with 
the pace at which the present generation is 
living. In this connection the following Gov- 
ernment statistics are not only interesting, but 
startling: 

A person is twice as likely to die from acci- 
dent as old age. More people are killed and 
injured yearly than have been killed in any war 
of the last 200 years. More people are kept 
from work by accidental injuries than are idle 
from lack of employment. One death in every 
twelve is due to accidental causes. Only five 
per cent are fatal out of 20,000,000 cases of dis- 
ability that occur each year. This means that 
life insurance covers five per cent and accident 
and sickness insurance covers ninety-five per 





cent. Over 7,000,000 persons are killed or in- 
jured yearly—about 30,000 each day. Every 
minute twenty-one persons are accidentally in- 
jured. Every five minutes one person is acci- 
dentally killed. Five times as many persons are 
killed or injured each year as die from natural 
causes. 

The accident department of the Missouri 
State Life Insurance Company commenced 
business Tuesday, offering to the insuring pub- 
lic complete and unrestricted forms of accident 
and health insurance. 





N. F. P. A. Meeting Begins 

San Francisco, June 15.— Extravagant 
preparations marked the welcome of Eastern 
delegates by the San Francisco Chapter and 
Western delegates and fire department of this 
city. There was a large and intensely inter- 
ested attendance. The president’s address was 
enthusiastically received, he recounting fire 
achievements of twenty-five years, emphasizing 
the necessity for redoubled efforts to meet ex- 
cessive losses recently reported. 

Mr. and Mrs. Mallalieu were honored by the 
convention, on this their sixteenth marriage 
anniversary. The executive committee and 
treasurer’s report demonstrated the interna- 
tional scope and influence with satisfactory 
numerical and financial support. 


W. E. Wollaeger Elected President 

William E. Wollaeger, heretofore assistant 
secretary of the Concordia Fire of Milwaukee, 
has been elected president to succeed the late 
Gustav Wollaeger, Jr. He has been with the 
company for a quarter of a century, and is 
well qualified for his new office. Robert Moore, 
astern agency superintendent, and Herman 
Ambros, in charge of Middle West agencies, 
have been elected assistant secretaries. 


Squire Company Withdraws from 
Exchange 

The Squire Company of New York is re- 
ported to have resigned membership in the New 
York Fire Insurance Exchange. No reasons 
for this action have yet been made public. The 
Squire Company represents, among other com- 
panies, the Ohio Millers Mutual of Canton, 
Ohio. 


Federal Probe Proposed 
Word has been received in New York that 
Representative Kindred of this State has in- 
troduced a resolution in the House calling for 
continuation of the work of the Lockwood 
Committee on Housing in investigating both 
the fire and life insurance business. 


Fred S. James Outing 
Fred S. James & Co. held their annual out- 
ing yesterday at the Livingston Cricket and 
Tennis Club, Staten Island. The office closed 
for the day at 10 A. M. 


P. D. McGregor, western manager of the 
Queen Insurance Company, sailed from Quebec 
last week for Liverpool, where he arrived last 
Tuesday. Mr. McGregor’s goal is Scotland, 
where he intends to spend several weeks. 





PERSONAL ITEMS 








E. G. Carlisle, assistant manager of the 
Western department of the Springfield Fire and 
Marine, has gone on a month’s business trip 
to the Pacific coast. 


Wilfred Kurth, vice-president and secretary 
of the Home of New York, who was ill for 
some time while visiting the Pacific Coast, has 
recovered and is on his way home. 


T. D. Van Osdell, recently promoted by the 
Travelers from the management of Billings, 
Mont., branch, life, accident and group depart- 
ments, has been succeeded by Clark Wright of 
Billings. 


H. B. Lamy, Jr., has been promoted from 
secretary and treasurer of the Bankers and 
Shippers Insurance Company to vice-president 
and secretary of that company. L. P. Tre- 
maine and Henry N. Camp, Jr., have been 
elected secretary and assistant secretary, re- 
spectively. 

C. C. Mills, who has been stationed at 
Phoenix, Ariz., for some time as special agent 
for the Evans’ companies, has been transferred 
to Los Angeles. He will still continue to super- 
vise the Arizona territory for the Evans group, 
and in addition will act as special agent for the 
American Eagle in its Southern California 
field. 

F. T. Walters of Walters, Kelly & Co. is 
back at his desk again with his right arm in a 
cast. He was walking past a large downtown 
building last week when he was struck by a 
drilling machine dropped by a workman sev- 
eral stories above the street. Mr. Walters had 
a close shave, which is a lesson to non-holders 
of accident policies. 

Among the insurance men visiting in New 
York this week was noticed T. Z. Franklin, as- 
sistant manager of the Western division of the 
Automobile Insurance Company of Hartford; 
H. A. Joselin of Toronto, Canada, superin- 
tendent of the New York Underwriters Agency. 

Charles H. Post, United States manager of 
the Caledonian, accompanied by his wife, has 
gone to the Pacific coast in the interest of busi- 
ness for that company. 

H. S. Dunn, who has been connected with the 
Pacific coast department of the Niagara Fire 
for a number of years, has resigned to become 
associated with the firm of Behrens & Com- 
pany of San Francisco, Pacific coast repre- 
sentatives of the Continental Casualty Com- 
pany. The new appointment is generally re- 
garded as lending color to the rumor which 
has been prevalent on the “Street” for some 
time that Behrens & Company are planning to 
add a fire insurance department to their growing 
business. 

W. A. Chapman, one of the most popular 
members of the San Francisco life insurance 
fraternity, has accepted the managership of the 
life insurance department of the Trent Trust 
Company of Honolulu. the representative of 
the Mutual Life in its Hawaiian territory. Mr. 
Chapman has been connected with the Mutual 
Life for almost twenty-seven years, the greater 
part of that time having been spent at the San 
Francisco office. which is under the :manage- 
ment of W. L. Hathaway. The Hawaiian busi- 
ness of the comnany is reported. through the 
San Francisco office. 3 


' 
W. J. Dormer Starts Court Proceedings 
William J. Dormer, who is, or was, manager of the 
casualty department of Wemple & Co., Inc., New York, 
has petitioned the court to have Wemple & Co., Inc., 
declared bankrupt, it being alleged that salary has 
been refused him since last April. 
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A NEW SALESMANSHIP GUIDE 


THE ART OF SELLING 


A Practical Hand Book for the Use of iicaicuinadl 
and Other Salesmen 


By JOHN S. TUNMORE . 


The author is an expert and successful general 
agent for one of the most conservative and best 
life insurance companies and in this work pre- 
sents many 


Actual Experiences in Selling Life Insurance 


He, With characteristic originality of style, explains the 
REASONS FOR AND PSYCHOLOGY OF VA- 
RIOUS METHODS OF APPROACH, CLOSING, 


and General Arguments for solicitation 
A Valuable Work for the Beginner or the Veteran 


Price, (in green silk cloth binding,) $1.50 


THE SPECTATOR COMPANY 
PUBLISHERS 


135 William Street 
New York 


Chicago Office: 
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“& book is good to read if it sets the reader in a working mood.” 


“Third Party Insurance” 


BEING “Insurance against liability imposed by law upon an 
individual, firm or corporation by reason of injuries to person or 
property sustairied by a third person on account of a specified 
activity of the assured” 
Furnishes knowledge, confidence and POWER to your junior partners, 
your sales force, the young man or woman in your office and to you 
yourself, and sets your entire organization, “‘in a working mood.” 


Study The Chapter Headings: 
1, Conrage which have been Devised to V. Employer's Liability and Workmen's Com- 
pena up Vi. Public Liability 
i, porn coche Common to all Forms of viln Underwriting. 
|, The Various Third Party Coverages. Vill, Rates and Rating Bureaus. 
. Standard Provisions of Third Party ——«'Xx_‘Inspections end Audits. 
Policies. X. Claims, Suits and Reserves, 
Martin P. Cornelius, eminently 
qualified for the task, has performed 
a most useful service in making 
available in book form 
essential information not 
treated of in any 
other publication. 


$5.00 
Prepaid 


For Sale By 
_ De The Publishers 
THE INSURANCE FIELD CO., Incorporated 
P. O. Box 617 Louisville; Ky. 








Service Financial Stability Non-Technical Contracts 


THE EMPLOYERS’ 


LIABILITY ASSURANCE CORPORATION, LTo. 
OF LONDON 


THE PIONEER AND LEADING LIABILITY INSURANCE COMPANY 
OF THE WORLD 


WORKMEN’S COMPENSATION 


LIABILITY, AUTOMOBILE, STEAM BOILER 
AND FLY WHEEL, ACCIDENT, HEALTH, 
FIDELITY, SURETY, BURGLARY AND 
PLATE GLASS INSURANCE 


SAMUEL APPLETON 


United States Manager 


33 Broad Street, Boston 


Dwight & +illes Resident Mgrs. for N. Y. State 12 » William Street, N. Y. 


THE LAFAYETTE LIFE INSURANCE COMPANY 


LaFayette, Indiana 














Our Copyrighted Service Pension Agency Contract Builds a Future for Agency 
Managers. 
They All Like It—That’s Why They Stick Fine Opportunities and Territory 
Address Home Office. 
W. W. LANE, Secretary A. E. WERKHOFF, President 
W. R. SMITH, Supt. Agencies 


THE 


Boston Mutual Life Insurance 
Company 


“The Company of the 


77 Kilby Street “7"<,Comany of he — BOSTON, MASS. 


H. O. EDGERTON, President E. C. MANSFIELD, Sec’y & Treas. 
ROBERT KING, Supt. of Agencies 
A corporation organized and operating under the Insurance laws of 
Massachusetts. All desirable forms,of up-to-date contracts issued. 
CORRESPONDENCE SOLICITED 
Boston Mutual Contracts in their wording are perfectly simple and their 
benefits SIMPLY PERFECT. 











The Farmers’ Life Insurance Company 


Home Office, Denver, Colorado 





E. M. Ammons, President B. M. Stackhouse, Sec’y. 


es es: renee $2,800,000. 00 
SURPLUS TO POLICY HOLDERS.. 350,000.00 
INSURANCE IN FORCE 15,250,000. 00 
Inviting Agency Connections Offered 
Particulars Furnished on Request 

















J. D. Powers, President Darwin W. Johnson, Sec’y and Treas. 
I. Smith Homans, Asst. Sec'y and Actuary Louis G. Russell, Mgr. Industrial Dept. 


Commonwealth Life Ins. Co. 


Home Office: Commonwealth Bidg., 106-110 South Fifth St. 
Louisville, Ky. 
THE PARTICIPATING COUPON DIVIDEND POLICY 


is the most liberal and up-to-date contract and is the 
easiest seller on the market. 


We have some good territory in Kentucky and Alabama still open, 
and to first class men, we can offer a good proposition. 


Address the Company 








